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Recruiters  of  America’s  Army 

Congratulations  to  some  of  the  hardest  working  soldiers  in  America’s  Army!  Your  achievements 
thus  far  in  Fiscal  Year  1994  have  truly  been  outstanding.  With  all  of  the  challenges  of  the  current  re- 
cruiting environment,  you  have  once  again  proven  your  professionalism.  By  hard  work  and  superb 
ingenuity,  you  are  accomplishing  a tough  mission  and  accomplishing  it  to  standard.  America’s  Aurny 
remains  trained  and  ready  thanks  to  the  quality  new  soldiers  you  have  recruited. 

In  the  Active  Component,  your  record  this  year  speaks  for  itself.  You  are  right  on  the  95%  mark 
for  high  school  diploma  graduates  and  within  the  two  percent  ceding  on  testing  category  IV  entrants. 
More  importantly,  you  have  exceeded  our  expectations  for  testing  category  I-IIIA  enlistments,  bringing 
in  73%  of  these  quality  people.  These  numbers  reflect  a lot  of  sincere  effort,  and  the  trends  promise  that 
Fiscal  Year  1994  will  be  a very  successful  recruiting  year. 

In  the  Reserve  Component,  you  are  also  meeting  the  highest  standards.  Your  enlistments  reflect 
96%  high  school  diploma  graduates,  two  percent  in  testing  category  IV,  and  73%  in  the  quality  catego- 
ries I-IIIA.  This  tremendous  performance  wid  pay  off  in  increased  combat  readiness  throughout 
America’s  Army.  It  is  terrific  news  for  our  force. 

Your  impressive  performance  this  year  deserves  particular  praise,  because  as  you  well  know, 
recruiters  face  real  challenges.  Propensity  to  enlist  has  declined  recently,  and  other  firms  and  agencies 
compete  very  strenuously  for  the  high-caliber  young  people  we  need  for  our  Army.  The  fact  that  we 
continue  to  get  our  share  of  quality  young  Americans  results  directly  from  your  personal  influence,  drive, 
and  determination.  You  are  making  all  of  this  happen.  Be  proud  of  that! 

As  I travel  around  the  world  and  speak  with  the  fine  young  soldiers  you  have  recruited,  I see  your 
strong  positive  example  and  dedication  reflected  in  their  faces.  You  have  given  us,  and  continue  to  give 
us,  the  wonderful  Americans  that  have  made  us  a great  Army.  I am  proud  of  each  and  every  recruiter  in 
America’s  Army.  You  have  my  full  support.  Keep  up  your  great  work! 


Gordon  R.  Sullivan 
General,  United  States  Army 
Chief  of  Staff 
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Symposium  in  St.  Louis  in  late  April. 
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Fax  machines  for  stations 

■ There  are  currently  595  fax  machines  in  recruit- 
ing stations  and  companies  that  were  approved  as 
a valid  cost-effective  business  solution.  Approxi- 
mately 70  percent  of  all  recruiting  stations  or  com- 
panies (1,704)  are  presently  25  or  more  miles  from 
their  battalion  or  guidance  counselor. 

Information  Management  Directorate  has  re- 
ceived requests  for  an  additional  3,240  machines. 
Funding  has  recently  become  available  in  the 
amount  of  $213,000. 

USAREC  Reg  25-10,  paragraph  18c,  describes 
the  criteria  to  qualify  for  a facsimile  machine.  It  in- 
cludes the  following: 

■ Minimum  usage  needed  for  the  additional  re- 
quested unit  must  be  eight  occurrences  per  day. 

■ Minimum  daily  volume  of  20  pages  transmitted 
and  received. 

■ The  requested  location  must  be  25  miles  or  more 
from  a battalion  or  guidance  counselor  shop, 
where  a BOI  unit  already  exists. 

■ If  the  25-mile  rule  were  the  only  consideration, 
USAREC  would  need  to  acquire  598  additional 
machines. 

The  cost  to  field  the  additional  fax  machines  is 
estimated  to  be  in  excess  of  $367,000.  Annual  recur- 
ring costs  would  be  between  $447,336  and 
$1,490,216.  These  figures  take  into  consideration 
monthly  telephone  line  cost,  telephone  long  dis- 
tance charges,  supplies,  and  maintenance. 

The  Information  Management  Directorate  is  in 
the  process  of  re-validating  requests  for  fax  ma- 
chines received  to  date  to  ensure  only  authorized  lo- 
cations are  in  receipt  of  a fax  machine. 

General  considerations  are: 

■ Recruiting  2000  will  include  fax  support  in  the 
recruiter  work  station. 

■ We  are  also  requesting  support  in  the  Mini 
JRCC  for  a policy  stating  that  when  any  service 
has  a facsimile  available  in  a recruiting  station, 
that  facsimile  would  be  made  available  to  the 
other  service  recruiters  at  a cost  to  the  using  re- 
cruiting service. 

■ Facsimile  services  are  increasingly  available  on 
a pay-for-use  basis.  The  recruiter  expense  allow- 
ance can  be  used  for  this  service  to  satisfy  an  oc- 
casional requirement. 

■ The  Command  Electronic  Mail  system,  which  is 
now  being  fielded,  should  go  a long  way  to  sat- 
isfy the  demand  for  record  communications. 
Although  many  of  the  other  services’  recruiting 

stations  have  facsimile  machines,  they  do  not  have 
electronic  mail,  or  a system  comparable  to 
JOIN/ARADS. 


CSA  Recruiter 
Excellence  Award 

■ USAREC  recently  announced  this  year’s  Chief  of 
Staff  of  the  Army  Award  program  for  excellence  in 
recruiting.  The  award  was  officially  announced  in 
two  phases:  a priority  message  to  the  field  and  then 
a videotape  of  personal  messages  from  CSA  GEN 
Gordon  R.  Sullivan  and  USAREC  commanding  gen- 
eral MG  Kenneth  W.  Simpson. 

The  annual  award  is  designed  to  recognize  those 
recruiters  who  excel  beyond  their  normal  mission  re- 
quirements. The  award,  which  began  in  1984,  al- 
lows the  CSA  to  personally  recognize  the  top 
performing  members  of  USAREC. 

The  criteria  for  the  award  has  been  established 
and  passed  down  through  command  channels  and 
sets  high  standards  for  recruiters  to  meet  in  order  to 
be  considered.  The  award  period  is  from  June  to  Sep- 
tember. A formal  awards  ceremony,  to  be  held  with 
the  Chief  of  Staff  of  the  Army  for  the  top  performers 
in  each  category,  is  scheduled  for  the  first  quarter  of 
FY  95. 

For  more  information,  contact  your  battalion  Op- 
erations personnel. 

Soldiers  receive  recruiter, 
retention,  transition  NCO 
awards 

■ Seven  soldiers  were  honored  by  Secretary  of  the 
Army  Togo  D.  West  Jr.,  April  25,  for  their  recruit- 
ing, retention  and  transition  skills. 

West  presented  engraved  plaques  and  certificates 
of  achievement  to  the  following  at  the  Pentagon  cere- 
mony: 

■ Active  Army  Recruiter  of  the  Year,  SFC 
Michael  A.  Diestel,  Santa  Anna  Battalion,  6th 
Recruiting  Brigade, USAREC; 

■ Army  National  Guard  Recruiter  of  the  Year, 

SFC  Del  R.  Ford,  Headquarters,  State  Area 
Command,  Oklahoma  City,  Okla.; 

■ U.S.  Army  Reserve  Recruiter  of  the  Year,  SGT 
David  W.  Ralston,  Syracuse  Battalion,  1st  Re- 
cruiting Brigade,  USAREC; 

■ Active  Army  Retention  NCO  of  the  Year,  SFC 
Michael  J.  Thompson,  Headquarters,  Head- 
quarters Company,  1st  Personnel  Command, 
Schwetzingen,  Germany; 

■ Army  National  Guard  Retention  NCO  of  the 
Year,  SFC  Richard  D.  Scott,  Mississippi  Army 
National  Guard,  114th  Area  Support  Group,  Hat- 
tiesburg, Miss.; 
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a U.S.  Army  Reserve  Reten- 
tion NCO  of  the  Year,  SSG 
Lee  Ann  McCall,  81st  U.S. 
Army  Reserve  Command, 

U.S.  Army  Reserve  Com- 
mand, Southeast  Region 
Forces  Command,  Fort  Mc- 
Pherson, Ga.;  and 

■ Reserve  Component  Transi- 
tion NCO  of  the  Year,  SFC 
Laura  M.  Bullock,  Com- 
pany A,  U.S.  Army  Support 
Command,  Hawaii,  U.S. 

Army  Pacific. 

The  awards  program  recog- 
nizes the  most  outstanding 
NCOs  in  the  active  and  reserve 
Army.  The  selection  of  nominees 
is  based  on  individual  recruit- 
ing, retention  and  transition  re- 
cords for  the  past  fiscal  year. 

Potential  candidates  must 
demonstrate  the  personal  traits 
and  qualities  necessary  to  be  ef- 
fective in  their  duties.  Participa- 
tion in  community  activities  and 
innovation  in  recruiting,  reten- 
tion or  transition  methods  is 
also  required.  Once  submitted, 
nominations  go  before  a review 
board  for  final  selection. 

Army  News  Service 

A&PA  conference 
held  at  Ft.  Knox 

■ More  than  100  public  affairs 
and  education  services  special- 
ists from  across  the  country 
gathered  at  Fort  Knox,  Ky.,  May 
17-20,  as  part  of  an  on-going  ef- 
fort to  improve  Army  recruiting 
communications. 

The  conference  brought  to- 
gether the  people  responsible  for 
communicating  the  Army’s  mes- 
sage to  prospective  soldiers  and 
those  who  influence  them.  Mar- 
ket research,  computerization, 
and  team  building  were  some  of 
the  topics  addressed. 

Among  the  featured  speakers 
were  MG  Charles  W.  McClain 
Jr.,  chief  of  Public  Affairs,  De- 
partment of  the  Army,  and  Eric 


R.  Weil,  president,  Strategic 
Marketing  Communications. 

“This  annual  conference  is  a 
forum  to  exchange  good  ideas, 
air  problems,  and  arrive  at  solu- 
tions," said  COL  John  C.  Myers, 
HQ  USAREC  director  of  Adver- 
tising and  Public  Affairs. 

CMF79,  recruiting 
and  retention 

■ The  concept  for  restructure  of 
career  management  field  79  into 
two  military  occupational  special- 
ties, recruiting  - 79R,  and  reten- 
tion - 79S,  for  all  three 
components  has  been  approved. 

The  original  concept  was  modi- 
fied as  follows: 

Align  all  transition  NCO  du- 
ties with  retention  NCO  duties 
under  the  same  PMOS.  They  use 
similar  skills  and  perform  sim- 
ilar functions.  Award  ASI  4R  to 
identify  NCOs  who  have  com- 
pleted transition  NCO  training. 
This  is  necessary  for  personnel 
management  purposes. 

The  following  concerns  need  to 
be  resolved  or  explained  in  the 
proposed  change  to  AR  611-201: 

Address  guidelines  for  migra- 
tion of  NCOs  between  recruiting, 
transition,  and  retention  duties 
in  accordance  with  AR  601-280. 

Provide  guidelines  for  and  de- 
velop individual  soldier  develop- 
ment test  and  soldier  training 
publication  for  each  component. 

Address  the  unique  aspects  of 
each  component  in  the  doctrine, 
training,  and  regulatory  guid- 
ance governing  recruiting  and  re- 
tention functions. 

Address  the  reason  for  creat- 
ing two  new  MOSs,  79R  and  79S, 
for  career  management  field  79 
instead  of  using  existing  Reserve 
Component  MOS  for  recruiters 
and  retention  NCOs,  00E  and 
79D. 

Point  of  contact  at  HQ 
USAREC  is  MSG  Johnson,  PER. 


Army  Family 
Team  Building 
prepares  to  train 
trainers 

by  SSG  Saralynne  Snell 

■ The  reality  of  Army  Family 
Team  Building  is  fast  approach- 
ing. 

Since  last  fall,  soldiers  have 
already  been  receiving  AFTB 
training  in  their  military 
schools.  Army  civilians  can  ex- 
pect to  see  the  program  in  their 
schools  sometime  this  spring. 
And  train  the  trainer  classes  for 
family  members  will  begin  in 
June,  said  Shauna  Whitworth, 
chief  of  the  Army  Family  Liai- 
son Office. 

The  train-the-trainer  classes 
will  be  held  in  Alexandria,  Va., 
at  the  Army’s  Community  and 
Family  Support  Center.  The 
three-day  courses  are  slated  to 
train  455  students  from  the  con- 
tinental United  States  through 
September. 

Mobile  training  teams  will  be 
sent  to  Europe,  Korea,  and 
Japan  in  the  first  quarter  of  fis- 
cal 1995.  And  follow-on  classes 
will  be  held  for  CONUS  installa- 
tions at  the  CFSC  training  cen- 
ter during  the  rest  of  the  fiscal 
year. 

Once  each  class  finishes  and 
returns  home,  its  members  are 
free  to  begin  setting  up  their 
own  AFTB  program,  teaching 
others  what  they’ve  learned. 
Falling  under  the  post  com- 
mander, the  local  program 
should  keep  to  a standard  for- 
mat while  expressing  the  post’s 
individuality,  said  Sylvia  Kidd, 
wife  of  Army  Sgt.  Maj.  Richard 
A.  Kidd. 

Attendees  will  include  volun- 
teers and  one  paid  staff  person 
from  each  active  and  reserve  in- 
stallation. 

Army  News  Service 
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Establishing  rapport 

— Building  the  bridge  of  confidence 


by  SFC  Harold  L.  Francis, 

HQ  USAREC  Training 

The  average  recruiter  spends  much  of  his 
time  prospecting.  Phone  calls,  face-to-face 
encounters  and  other  means  of  lead  generation 
are  worked  each  day  in  pursuit  of  the  people 
needed  to  “fill  the  funnel.”  The  effort  you  put 
forth  is  not  only  important  in  achieving  mission, 
it  is  the  basis  for  your 
personal  confidence. 

Building  personal  confi- 
dence in  your  abilities  is 
essential  if  you  intend, 
as  all  noncommissioned 
officers  do,  to  accom- 
plish the  mission. 

Given  the  fact  that 
we  realize  our  own  confi- 
dence is  important, 
where  does  that  leave 
the  confidence  the  pros- 
pect has  in  us?  That 
question  requires  little 
consideration  to  the  ex- 
perienced recruiter.  The 
confidence  (trust,  faith, 
and  credibility)  that  the  prospect  has  in  this  pro- 
fessional relationship  is,  in  most  cases,  the  dif- 
ference between  getting  the  enlistment  or  not.  A 
lack  of  trust  in  your  abilities,  candor,  or  truthful- 
ness perceived  by  the  applicant  will  cancel  any 
positive  action  you  attempt  to  take. 

This  situation  can  easily  be  compared  to  buy- 
ing a car.  For  example,  if  you  were  to  go  to 
“Texas  Al’s  Used  Car  Sales”  and  were  greeted 
by  a fast-talking  salesperson  who  was  obviously 


out  to  sell  you  the  most  expensive  piece  of  junk  on 
the  lot,  your  confidence  and  trust  in  this  person 
would  be  greatly  lessened.  The  point  is,  in  order 
to  have  a chance  to  sell  a person,  you  must  first 
earn  their  trust  and  confidence.  The  method  used 
to  earn  this  trust  and  confidence  is  to  establish 
rapport. 

The  rapport  phase  is  probably  the  most  criti- 
cal part  of  the  sale. 

The  prospect’s  first  im- 
pression of  you  nor- 
mally determines  how 
the  interview  or  tele- 
phone call  will  prog- 
ress. You  must  do 
everything  in  your 
power  to  ensure  the 
prospect  is  made  to 
feel  as  comfortable  and 
relaxed  as  possible. 

We  understand  that 
telephone  calls  are 
often  an  interruption 
to  the  prospect.  He 
may  be  in  the  middle 
of  dinner,  doing  home- 
work, or  just  relaxing.  The  key  in  establishing 
rapport  on  the  phone  is  to  come  across  as  posi- 
tive and  upbeat.  While  talking  to  the  prospect, 
be  alert  to  how  he  responds  to  you.  In  some 
cases,  you  may  have  some  information  about 
the  prospect.  Try  to  tie  this  in  to  your  opening 
remarks.  (Example:  “I  saw  your  game  the  other 
night  and  you  played  really  well!”) 

Just  remember,  if  you  use  remarks  such  as 
these,  make  sure  you  are  informed  enough  to 


The  confidence 
the  prospect  has  in 
this  professional  re- 
lationship is  the  dif- 
ference between 
getting  the  enlist- 
ment or  not 
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Do  not  rush  your- 
self or  the  prospect. 
There  is  no  speci- 
fied amount  of  time 
to  spend  on  each 
phase  of  the  tele- 
phone call  cycle.  In 
some  cases,  you 
may  just  “shoot  the 
breeze”  with  the 
prospect  for  5 or  10 
minutes  before  you 
transition  into  the 
next  phase. 


carry  on  a brief  conversation  about  them.  This 
approach  could  be  devastating  if  the  prospect 
thinks  you  are  “pulling  his  chain”  instead  of 
being  truthful.  If  you  don’t  know  anything  in 
particular  about  the  prospect,  be  friendly  and 
try  to  flow  into  the  questioning  (needs  and  inter- 
ests) phase. 

Do  not  rush  yourself  or  the  prospect. 

There  is  no  specified  amount  of  time  to  spend  on 
each  phase  of  the  telephone  call  cycle.  In  some 
cases,  you  may  just  “shoot  the  breeze”  with  the 
prospect  for  5 or  10  minutes  before  you  transi- 
tion into  the  next  phase.  The  more  at  ease  you 
and  the  prospect  become  with  each  other,  the 
easier  it  will  be  to  extract  important  informa- 
tion from  him  later  on.  In  any  case,  do  not  start 
to  probe  the  prospect  until  you  are  confident 
that  he  is  at  least  partially  relaxed  and  willing 
to  answer  your  questions.  Solid  rapport  will 
allow  you  to  sell  the  appointment  (not  the 
Army)  and  yourself. 


The  rapport  that  you  establish  on  the  phone 
should  carry  over  to  the  sales  interview.  It  is 
your  job  to  make  sure  that  the  initial  rap- 
port is  not  lost.  One  way  to  do  this  is  to  docu- 
ment the  results  of  the  phone  call  on  both  the 
LRL  and  PDR  card.  This  will  enable  you  to  re- 
view the  conversation  and  pick  out  items  to  talk 
to  the  prospect  about. 

Once  you  have  determined  what  is  important 
to  the  prospect,  use  these  items  as  an  avenue  to 
continue  building  rapport.  The  prospect  can 
sense  if  you  are  genuinely  concerned  about 
him  by  the  manner  you  use  when  you  talk  to 
him.  Again,  there  is  no  set  time  limit  for  how 
long  this  part  of  the  interview  should  take. 

The  difference  between  the  phone  call  and 
the  sales  interview  is  that  you  now  have  the 
prospect  sitting  in  front  of  you.  You  can  deter- 
mine immediately  how  well  the  rapport  phase  is 
going  and  plot  your  course  of  action.  Each  pros- 
pect is  different  and  some  will  require  more  “get 
acquainted”  time  than  others.  Just  remember 
that  you  are  in  control  of  the  interview,  and  it  is 
you  who  decides  when  the  proper  level  of  rap- 
port has  been  achieved. 

Establishing  and  maintaining  rapport  contin- 
ues throughout  your  relationship  with  the  pros- 
pect. You  must  continually  build  on  the 
existing  level  of  rapport  from  the  initial 
conversation  until  the  person  departs  for 
basic  training.  Failure  to  maintain  rapport 
after  the  sale  can  be  as  damaging  as  not  estab- 
lishing a proper  level  of  rapport  at  the  begin- 
ning. You  must  make  a conscious  effort  to  relay 
to  your  prospects,  applicants,  and  DEP/DTP 
members  that  you  are  concerned  with  their  fu- 
ture and  that  you  care  about  what  happens  to 
them. 

Rapport  built  in  this  way  transcends  the 
sales  cycle  and  demonstrates  to  the  prospect 
that  your  credibility,  as  well  as  the  Army’s,  is 
beyond  reproach.  Remember,  when  you  sell  the 
Army,  you  are  actually  selling  yourself.  Your 
ability  to  build  and  maintain  rapport  will  set 
the  tone  for  your  successes. 

Good  luck  and  great  recruiting! 


Comments  and  suggestions  for  future  arti 
cles?  Contact  SFC  Francis,  at  1-800-223- 
3735,  ext.  4-8991. 
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LEADS  doesn’t 
deserve  bad  rap 


by  Brian  Lepley,  Columbus  A&PA 
reprinted  from  The  Gold  Badger 

he  fact  that  spouses  and 
children  have  access  to  The 
Gold  Badger  prevents  me  from 
using  most  of  the  comments  I 
compiled  from  recruiters 
about  LEADS. 

Suffice  to  say,  most  of  your  re- 
actions to  USAREC’s  Leads 
Evaluation  and  Distribution  Sys- 
tem were  negative,  profane,  and 
downright  derogatory. 

I’m  puzzled  by  the  reaction. 

If  the  definition  of  recruiting 
is  sales,  why  do  the  salesmen  ig- 
nore qualified  leads?  I worked 
sales  putting  myself  through  col- 
lege and  leads  such  as  those 
were  gold  — a helluva  lot  better 
than  cold  calling. 

Not  everyone  in  Columbus 
Battalion  rejects  LEADS. 

“I  like  LEADS;  I don’t  see  it  as 
a bad  system,”  SFC  Stanley  B. 
Hagan  said.  “That  individual 
has  expressed  interest;  it’s  a 
friendly  call  as  opposed  to  a cold 
call.  I don’t  have  to  start  from 
scratch.” 

The  Columbus  North  RS  com- 
mander distributes  his  LEADS 
cards  and  requires  his  recruiters 
to  meet  the  required  suspense. 

“Our  whole  job  is  to  generate 
interest  in  the  Army,”  Hagan 
said.  “With  LEADS,  the  interest 
is  already  generated.  It  is  our  re- 
sponsibility to  increase  the  inter- 
est.” 

When  I questioned  recruiters 
for  this  story,  many  referred  to 
the  system  as  REACT,  which 
was  discontinued  in  1990.  Has  it 


USAREC  is  commit- 
ted to  LEADS  and 
wants  recruiters  sim- 
ilarly committed. 


been  that  long  since  some  of  you 
have  used  LEADS? 

Other  recruiters  claim  they 
don’t  use  them  because  “all  the 
respondent  wants  is  the  shorts, 
socks,  or  cap.”  But  if  that’s  all 
the  further  a recruiter  gets  on 
the  phone  with  a respondent, 
why  doesn’t  the  recruiter  ques- 
tion the  kid  further? 

“I  use  LEADS  cards  and  get 
places  on  the  phone  with  the 
kids,”  SFC  Terrance  R.  Dumas 
said.  The  Eastgate  Reserve  re- 
cruiter figures  there  must  be 
some  interest  in  service.  “I  think 
they  screen  these  better  than 
REACT,”  he  said. 

“I  joke  around  with  them,  ask 
them  if  they  like  whatever  they 
got,”  Dumas  explained.  “I  say  to 
them,  Well,  we  sent  you  the 
shorts.  Don’t  you  think  you  owe 
it  to  us  just  to  come  down  and 
talk  to  me?’  That’s  usually 
enough  to  get  the  kids  in.” 

Maybe  some  of  you  expect 
more  results  than  a broad- 
based,  national  mail  campaign 
can  deliver. 

A marketing  effort  as  vast  as 
LEADS  may  deliver  as  few  as 
50  percent  qualified  leads,  ac- 
cording to  market  experts. 

“There’s  nothing  you  can  do 
about  people  who  only  want  the 


free  stuff;  that’s  the  price  you 
pay  to  get  to  the  people  who  are 
really  interested,”  said  Alan 
Dyer,  president  of  Prospects  Un- 
limited, a Columbus  mailing  list 
company. 

“Success  rates  on  programs 
that  size  can  be  as  little  as  3 per- 
cent to  4 percent.  For  most  com- 
panies, the  rate  is  worth  it.” 

Indeed,  USAREC  research 
shows  that,  for  its  size,  a direct- 
mail  program  like  LEADS  offers 
a better  percentage  of  positive 
response  than  an  average 
corporation’s  response. 

Certain  aspects  of  the  system 
seem  to  give  recruiters  a reason 
to  complain. 

Sure,  there  are  going  to  be 
kids  wanting  free  stuff. 

Sure,  there  are  going  to  be  peo- 
ple on  the  cards  who  are  already 
in  DEP  or  a Reserve. 

Sure,  USAREC  no  longer  re- 
quires the  cards  to  be  returned. 

All  of  these  examples  seem  to 
be  excuses  for  recruiters  to  dis- 
dain LEADS.  The  system  cer- 
tainly isn’t  infallible;  what  in 
the  Army  is? 

The  cards  are  just  another  tool 
to  reach  people  interested  in  the 
Army  or  who  may  know  some- 
one else  interested  in  the  Army. 

It’s  highly  unlikely  there  will 
ever  be  a list  in  the  future  of 
marketing  that  delivers  100  per- 
cent sales. 

USAREC  is  committed  to 
LEADS  and  wants  recruiters 
similarly  committed. 

All  we  are  saying  is  give 
LEADS  a chance. 
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Meet  me  in 
St.  Louis 

— Families  meet  the  commanding  general 


by  Pearl  Ingram,  RJ  staff 

A different  kind  of  conference  was  held  in  St. 
Louis,  Gateway  to  the  West,  25  - 29  April. 
The  attendees  were  delegates,  facilitators, 
family  support  group  volunteers,  and 
chaplains  from  the  four  brigades  and  headquarters 
USAREC. 

Delegates  were  family  services  coordinators  such 
as  Carolyn  Driver  from  the  Raleigh  Battalion  who 
said,  “I  just  love  this  job.  I’ve  always  wanted  to  help 
people.”  After  31  years  of  service  with  the  Depart- 
ment of  Defense,  she  has  found  a dream  job. 

The  volunteers  were  family  members  like  Brenda 
Hunter  from  the  Sacramento  Battalion,  who  hosts 
family  support  group  meetings  in  her  home  and 
bakes  cookies  with  cream  cheese  for  her  guests,  and 
Jean  Jensen  from  Salt  Lake  City,  who  now  attends 
the  Mormon  Church  in  her  new  community. 

There  were  volunteers  like  Anne  Johnson,  Dallas 
Battalion,  who  talked  to  the  family  services  coor- 
dinators about  making  presentations  and  making 
them  excellent  presentations.  She  explained  to  her 
audience,  “Public  speaking  is  the  number  one  fear 
for  most  people.”  Johnson  has  work  experience  and 
expertise  in  public  speaking. 

Also  in  attendance  was  Marsha  Roper,  wife  of  BG 
Rip  Roper,  USAREC  deputy  commanding  general, 
who  said,  “As  a family  member,  I think  encouraging 
one  another  and  sharing  ways  to  solve  problems  is 
the  greatest  contribution  volunteers  can  make.  They 
share  their  success  stories  as  well  as  problems.” 

For  LTC  Patricia  Buzonas,  wife  of  USAREC  Chief 
of  Staff,  COL  Stewart  K.  McGregor,  this  was  her 
third  family  symposium,  the  first  being  at  6th 
Brigade.  “There  is  a lot  of  emotion,”  she  said.  “There 
is  enough  emotional  involvement  to  come  up  with 
excellent  recommendations.” 

Although  CSM  Ernest  Hickle’s  wife,  Carol,  was 
hospitalized  during  the  symposium,  Hickle  was 


MG  Simpson  listens  and  takes  notes  during  the 
family  member  briefing  session  of  the  family 
symposium.  (Photo  by  Marty  Skulas) 


present  for  the  family  briefings  to  the  commanding 
general. 

Production  and  making  mission  box  were  not  the 
focus  at  this  conference.  More  than  one  hundred 
people  had  gathered  in  St.  Louis  for  the  annual 
Recruiting  Command  Family  Symposium.  Their 
aim  was  to  present  to  MG  Kenneth  W.  Simpson  the 
top  issues  affecting  recruiting  families.  And  accord- 
ing to  Simpson,  “We’ve  got  some  quality  briefers  in 
this  program.  The  way  the  material  was  presented, 
you  make  your  points  and  you  make  them  very  well.” 
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The  attendees  learned  about  funding  for  family 
programs  from  Raymond  T.  Guillaume,  deputy, 
Resource  Management  and  Logistics,  headquarters 
USAREC.  He  said  to  the  family  service  coordinators, 
“If  you  don’t  ask  for  it,  you’re  never  going  to  get  it; 
but  don’t  expect  to  get  everything  you  ask  for.”  He 
went  on  to  explain  the  key  to  success  in  resourcing 
— an  action  plan  is  needed,  not  a laundry  list. 

“The  action  plan  must  be  in  writing  and  include 
what  you  aim  to  accomplish,  how  you  aim  to  ac- 
complish it,  what  you  need  to  accomplish  it.”  He  also 
said  that  family  service  coordinators  have  to  par- 
ticipate in  the  budget. 

Army  Emergency  Relief  was  presented  to  the 
audience  by  Martin  Skulas,  Family  and  Soldier  Sup- 
port Branch,  Personnel  Directorate,  headquarters 
USAREC.  Army  Emergency  Relief  is  a soldier’s  pro- 
gram to  provide  loans  at  no  interest. 

“Don’t  ever  hesitate  to  send  a soldier  to  Army 
Emergency  Relief  for  assistance,”  he  said.  Financial 
problems  that  Army  Emergency  Relief  can  help  with 
are: 

■ Rent  (must  bring  the  eviction  notice  to  the  Army 
Emergency  Relief  office) 

■ Security  deposit  and  first  month’s  rent 

■ Car  repairs,  when  the  car  is  needed  for  transporta- 
tion to  work 

■ Gas  and  oil  for  car 

■ Car  payments  to  prevent  repossession 

■ Utilities  when  soldier  has  received  shut-off  notice 

■ Medical,  dental,  orthodontia  expenses  when  up- 
front payment  is  required 

■ Thefts  when  police  report  is  provided 

■ Family  burial  expenses  for  parents 

Skulas  explained  to  the  family  service  coor- 
dinators that  loans  and  grants  are  only  available  to 
the  soldier,  and  the  most  recent  Leave  and  Earnings 
Statement  must  be  provided  to  the  Army  Emergency 
Relief  counselor.  Any  soldier  needing  financial  as- 


“The  man  who  moves  a 
mountain  begins  by  carry- 
ing away  small  stones.  ” 
Chinese  Proverb 


sistance  can  contact  the  battalion  family  service 
coordinator  for  the  nearest  Army  Emergency  Relief 
office  or  American  Red  Cross  office. 

The  headquarters  USAREC  chaplain,  LTC 
Dwayne  L.  Ferguson,  discussed  the  Family  Ad- 
vocacy Program.  “The  Family  Advocacy  Program  is 
to  stop  or  reduce  family  violence,”  he  explained.  “We 
have  the  personnel,  the  funds,  and  the  expertise  to 
work  with  this.  If  things  aren’t  going  well  at  home, 
that  robs  us  of  our  energy  for  the  job.” 

COL  Douglas  Middleton,  chief  of  staff  for  Com- 
munity and  Family  Support  Center,  Washington, 
D.C.,  represented  the  Army  Family  Action  Plan.  He 
said  the  1993  conference  top  issues  were: 

■ Commissary  benefits  for  soldiers,  family  mem- 
bers, retirees,  and  Reserve  components 

■ Erosion  of  health  care  benefits  for  military 

■ CONUS  cost  of  living  allowance 

■ Equitable  child  care  fees  so  that  junior  soldiers 
are  not  at  a disadvantage 

■ Transfer  of  G1  Bill  benefits  to  spouse  or  children 

The  least  valuable  services  according  to  the  Army 

Family  Action  Plan  delegates  are: 

■ Army  Community  of  Excellence 

■ Club  systems 

■ Marinas  and  horse  stables 

Role  play- 
ing helped 
family  ser- 
vices coor- 
dinators 
explore  new 
ideas  and 
gain 

knowledge 
from  each 
other  on 
how  to  help 
soldiers 
and 

families. 
(Photo  by 
Marty 
Skulas) 


8 


Recruiter  Journal 


Middleton  told  the  group  that  thus  far  the  ac- 
complishments of  the  Army  Family  Action  Plan 
process  are: 

■ Increase  in  Servicemen’s  Group  Life  Insurance 

■ Increase  in  household  goods  weight  allowance 

■ Family  support  groups 

■ Expanded  coverage  under  DELTA 

■ Funded  student  travel  to  and  from  overseas 

■ New  standards  for  child  care 

He  said  to  the  delegates,  “Don’t  ever  forget  you 
are  the  voice  of  America’s  Army.” 

About  Army  Family  Team  Building,  Janet 
MacKinnon,  Community  and  Family  Support  Cen- 


ter, Washington,  D.C.,  said,  “We  have  visibility  at 
the  highest  levels.”  She  announced  that  training 
modulars  have  been  written  by  family  members  for 
family  members.  “This  program  is  one  family  mem- 
bers have  asked  for.  It  is  their  program,”  said  Mac- 
Kinnon. 

Max  J.  Beilke,  Community  and  Family  Support 
Center,  talked  about  retirement.  “Army  career, 
marriage,  retirement,  second  career  — must  all 
work  together,”  he  said. 

“We  have  had  a lot  of  changes  to  retirement  and 
there  are  a lot  to  come,”  said  Beilke.  At  present, 
retirement  pay  computation  is  made  by  three  dif- 
ferent methods.  He  also  reminded  family  members 
that  retirement  pay  stops  at  midnight  on  the  day  a 
retiree  dies  unless  survivor  benefits  are  elected. 

After  presentations  were  completed  on  Tuesday, 
the  weighty  discussion  in  the  work  groups  began. 


Ground  rules  were  set  for  the  work  groups.  All 
delegates  were  to  respect  what  others  had  to  say, 
they  were  to  keep  an  open  mind  and  stay  positive, 
they  were  to  remain  cooperative  and  refrain  from 
cutting  off  other  speakers.  They  were  also  to  come 
to  a consensus,  which  was  interpreted  as  meaning, 
“everyone  can  live  with  it.” 

Five  work  groups  discussed  topics  on: 

■ CHAMPUS 

■ Direct  Care 

■ Entitlements 

■ Force  Support  and 

■ Family  Support 


In  the  Direct  Care  work  group,  it  was  immediately 
decided  that  the  medical  treatment  facilities  were 
taking  too  long  to  process  paperwork  for  payment  of 
Direct  Care  medical  bills.  Soldiers  are  going  into 
debt  in  order  to  pay  medical  bills,  while  others  are 
having  their  names  sent  to  collection  agencies.  This 
creates  poor  credit  ratings  for  the  soldier.  The  work 
group  discussed  why  this  was  happening  and 
learned  that  many  of  the  medical  treatment 
facilities  are  understaffed,  some  with  only  two 
people  processing  payments. 

“Direct  Care  is  new  to  many  soldiers,”  said  one 
volunteer.  A family  service  coordinator  told  soldiers, 
“When  you  go  to  a doctor,  go  to  the  accounting  office 
and  ask  that  they  take  you  out  of  the  30-day  billing. 
Then  bring  the  bill  to  the  family  service  coor- 
dinator.” 

Another  battalion  gives  an  information  card  to 


Listening  to  problems  on  family  issues  and  debating  how  to  solve  the  problems  were  the  focus  of  the  family 
symposium.  (Photo  by  Marty  Skulas) 
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A family  services  coordinator  asks  a question  about 
a problem  in  her  battalion.  (Photo  by  Cliff  Brazel) 


soldiers  at  in-processing  explaining  the  bill  paying 
procedures. 

The  solution  briefed  to  Simpson  by  family  support 
group  volunteer  Pauline  Harris,  Peoria  Company, 
was  to  raise  the  $250  limit  that  can  be  authorized 
by  the  battalion  commander  for  nonemergency 
treatment  to  $750.  She  also  briefed  Simpson  on 
authorizing  dental  care,  beyond  preventive  care,  in 
the  local  area. 

The  CHAMPUS  work  group  briefed  by  SSG  Andy 
Wilson,  recruiter,  Raleigh  Battalion,  asked  Simpson 
to  expedite  interim  contracts  with  existing  HMOs, 
increase  the  number  of  health  care  providers  by 
asking  for  support  from  the  Civilian  Aides  to 
Secretary  of  the  Army , and  Wilson  asked  for  TRIcare 
commanders  to  speed  up  access  to  remote  sites.  He 
said,  “Soldiers  can’t  afford  to  wait  for  affordable 
health  care.” 

The  force  support  issue  was  presented  by  Denise 
Tarr,  Seattle  Battalion.  This  group  briefed  on  timely 
reassignment  of  relieved  recruiters,  pre-screening 
soldiers  before  assignment  to  USAREC,  solutions 
for  parking  problems  at  battalions,  companies,  and 
stations,  and  education  needs  for  exceptional  family 
members. 

Evelyn  Bargis,  Kansas  City  Battalion  support 
group  volunteer,  briefed  on  pre-transition  orienta- 
tion for  new  recruiting  families  and  asked  that  the 
Recruit  the  Recruiter  team  invite  spouses  to  their 
presentations. 

Entitlements  were  presented  by  Pamela  Truitt, 
volunteer  from  5th  Brigade.  The  issue  was  insuffi- 
cient remuneration  for  recruiting  command  person- 
nel, which  could  be  solved  by  a cost  of  living 
allowance. 

“We  tell  prospects  the  Army  takes  care  of  its  own,” 
she  said.  “Let’s  do  it.”  This  group  requested  an 


increase  in  SDAP  allowance  and  TDY  funding  for 
soldiers  and  families  during  orientation  briefings. 
The  final  issue  in  the  entitlements  work  group  was 
transportation  for  doublewide  mobile  homes. 

After  the  briefings  were  completed,  Simpson  said, 
“Almost  everything  we  talked  about  has  a dollar  sign 
attached  to  it.  That’s  tough,  not  impossible.”  He  said 
cost  of  living  allowances  are  being  discussed  at 
higher  levels,  although  he  reminded  delegates  and 
volunteers  he  could  not  promise  a cost  of  living 
allowance  this  year. 

“Many  of  your  issues  are  not  foreign  to  people  at 
higher  levels,”  said  Simpson.  “We  are  going  to  fight 
for  those  issues  that  are  important  for  soldiers  in 
general  and  USAREC  in  particular.” 

As  the  conference  came  to  a close,  Jean  Bixler, 
Columbia  Battalion  family  services  coordinator, 
said,  “Meeting  all  the  people  sparks  new  ideas,  then 
something  else  develops.  The  family  services  coor- 
dinators try  to  make  things  better  for  the  recruiter.” 

She  explained  how  she  has  been  working  with  a 
large  hospital  bill  for  one  soldier.  She  now  plans  to 
return  to  her  desk  and  talk  to  Army  Emergency 
Relief  about  a loan  and  even  hopes  to  turn  that  into 
a grant. 

‘"You  see,  if  I hadn’t  come  here,  I would  not  have 
known  to  do  that,”  she  said. 

Although  different  kinds  of  issues  were  discussed 
and  different  types  of  problems  attacked,  the  quality 
of  life  in  the  Recruiting  Command  will  continue  to 
have  high  visibility  at  Army  level. 

MG 

Simpson 
tells  family 
member 
volunteers 
and  family 
services 
coor- 
dinators 
what  he  and 
his  staff  will 
do  for 
quality  of 
life 

improve- 
ment. 

(Photo  by 
Pearl 
Ingram) 
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The  opening 


dialog 


by  Kathleen  Welker,  RJ  editor 

After  a 70-year  history  under  the  commu- 
nist Union  of  Soviet  Socialist  Republics, 
the  Ukraine  and  the  Republic  of  Belarus  are 
struggling  to  become  independent  and  auton- 
omous nations.  Part  of  that  nation-building 
includes  a strong  volunteer  army. 

BG  Rip  Roper  traveled  to  the  Ukraine  and 
Belarus  in  November  as  part  of  a U.S.  Army 
delegation.  Roper  and  others  were  invited  to  these 
former  Soviet  Union  countries  as  part  of  a military 
exchange  program. 

Roper’s  involvement  meant  that  he  briefed  the 
Ukrainians  and  Belarussians  on  how  the  United 
States  has  created  a strong  and  successful  all-volun- 
teer army  in  less  than  20  years.  Both  countries  rely 
on  conscription  to  man  their  military;  in  essence, 
almost  all  of  their  enlisted  force  is  drafted. 

“The  Belarussians  are  trying  to  be  far-sighted,” 
Roper  said.  “They  are  very  cognizant  of  the  unpopu- 
larity of  conscription.  They  clearly  see  the  need  for  a 
volunteer  army,  and  they  recognize  the  need  to  tran- 
sition from  an  army  of  draftees  to  volunteers.” 


Colonel  Pavlov  (center)  and  General-Major  Kaurin 
(right)  listen  to  the  American  briefing  in  Minsk. 


The  Army  Chief  of 
Staff  is  very  eager  to 
establish  a continu- 
ing dialog  with  any  of 
the  republics  of  the 
former  USSR 

One  of  the  problems  with  a conscripted  army, 
Roper  noted,  is  that  the  enlisted  corps  is  very  young 
and  inexperienced.  With  an  average  tour  of  duty  for 
these  draftees  being  18-24  months,  a soldier  with  a 
year  in  service  is  considered  an  old-timer.  There  is 
virtually  no  professional  NCO  corps. 

On  their  first  day  in  Minsk,  Belarus,  the  U.S. 
military  delegation  was  welcomed  to  Belarus  by  the 
Minister  of  Defense.  The  Americans  then  gave  a 
series  of  formal  presentations  on  force  structure, 
recruiting,  training,  and  the  Reserve  and  National 
Guard.  That  evening  the  American  Ambassador  to 
Belarus  gave  a reception  that  allowed  the  Americans 
to  meet  their  Belarussian  counterparts  socially, 
which  facilitated  the  small  group  discussion  on  the 
following  morning. 

Roper,  as  the  U.S.  military  recruiting  representa- 
tive, participated  in  small  group  discussions  that 
included  General-Major  I.V.  Zubko,  chief  of  person- 
nel, COL  V.G.  Pavlov,  section  chief  of  Organizational 
Mobilization  (recruiting),  and  an  interpreter,  Major 
V.V.  Alexandrof,  a member  of  the  Foreign  Relations 
Directorate. 

Roper  described  his  small  group  as  very  interested 
in  recruiting  — in  particular,  how  to  extend  tours  of 
service  and  how  to  convert  those  who  have  already 
served  to  some  form  of  reserve  status.  The 
Belarussians  asked  detailed  questions  on  USAREC’s 
structural  organization  and  the  makeup  of  each  or- 
ganization down  to  station  level. 

Another  area  of  interest  for  the  Belarussians  was 
incentives.  With  a drafted  army,  there  is  no  need  for 
incentives,  so  the  Belarussians  were  interested  to 
learn  how  incentives  for  enlistment  worked.  They 
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A visit  to  the  120th  Motorized  Rifle  Regiment  showed 
Belarussian  barracks  life. 


were  particularly  interested  in  finding  out  how  they 
could  obtain  an  additional  length  of  tour  by  giving 
more  incentives.  They  also  wanted  to  know  about 
incentives  for  recruiters.  Roper  explained  our  award 
system  and  how,  after  a recruiter’s  initial  detail 
period,  he  could  opt  to  become  a career  recruiter. 

Roper  remarked  that  the  Belarussian  officers  had 
obviously  given  a lot  of  thought  to  their  future.  “They 
asked  very  straightforward  questions,”  Roper  said, 
“about  the  problems  U SAREC  had  experienced  along 
the  way.” 

The  Belarussian  army  conscription  occurs  in  two 
cycles  a year,  once  in  the  spring  and  again  in  the  fall. 
The  conscripts  assemble  in  a central  commissariat 
for  processing  and  then  are  sent  to  units  for  training. 
They  have  no  centralized  training,  as  each  soldier  is 
assigned  to  a particular  unit  and  is  trained  on-site. 
Both  MEPS  and  TRADOC  were  new  concepts  to 
them,  and  they  wondered  how  cost  effective  it  would 
be  for  them  to  change  their  spring-fall  schedule. 

Another  area  of  concern  was  a reserve  force  and 
on  this  topic  there  was  some  discussion  and  disagree- 
ment among  the  Belarussians.  Their  military  is  not 
organized  along  similar  lines  as  ours,  nor  are  they 
trying  to  duplicate  our  Army.  The  intent  of  the 
Belarussians  in  this  exchange  was  to  learn  as  much 
as  they  could  of  our  successes,  and  then  to  measure 
those  elements  against  their  culture,  what  they  can 
afford  in  their  as-yet  meagre  economy. 

“The  Belarussians  must  decide  what  will  work  and 
what  they  can  afford  to  accomplish  their  political 
desires,”  Roper  said. 

The  Minsk  delegation  asked  the  Americans  to 
estimate  how  many  recruiters  they  would  need.  This 
question  lead  to  a discussion  of  propensity  and  what 
a total  end-strength  might  be,  with  Roper  explaining 
how  propensity  and  the  desired  number  of  recruits 
would  determine  how  many  soldiers  each  recruiter 


would  be  capable  of  enlisting.  A suggested  trial 
would  be  a “start  number”  for  their  recruiters,  which 
could  be  adjusted  when  it  was  determined  what  they 
could  or  could  not  accomplish. 

Another  topic  of  discussion  was  how  recruiting 
duty  is  viewed  by  our  soldiers.  They  asked  about  both 
officers  and  sergeants  in  the  recruiting  structure, 
how  they  are  selected,  trained,  and  rated. 

The  visit  to  the  Belarussians  was  concluded  with 
an  invitation  to  visit  USAREC  headquarters  at  Fort 
Knox,  to  view  the  recruiting  process  and  visit  a 
recruiting  station  and  MEPS.  This  invitation  was 
accepted  (see  sidebar). 

From  Minsk,  Roper  and  the  rest  of  the  delegation 
travelled  to  the  Ukraine,  where  similar  meetings 
and  discussions  were  held.  The  formal  meetings  in 
Kiev  began  with  an  introductory  session  with  the 
Minister  of  Defense.  The  Americans  made  their  pre- 
sentations, after  which  they  responded  to  questions. 

In  the  Ukrainian  small  group  meetings,  Roper  met 
with  General-Major  A.V.  Palamarchuk,  who  is  re- 
sponsible for  reserve  affairs  and  some  force  struc- 
ture. The  Ukrainians  were  very  interested  in  pay, 
benefits,  and  organizational  structure  aspects  of  re- 
cruiting, because  the  Ukrainian  army  must  undergo 
a large  downsizing.  As  with  the  Belarussian  army, 
the  Ukrainian  army  has  virtually  no  professional 
NCO  corps. 

An  invitation  to  visit  the  U.S.  Army  Recruiting 
Command  headquarters  was  also  issued  to  the 
Ukrainian  officers.  These  visits  should  be  helpful  to 
both  countries,  as  recruiting  is  a new  concept  to  both 
and  they  could  be  easily  overwhelmed  by  the  large 
volume  of  information  USAREC  could  provide  them. 

Roper  emphasizes  that  the  Chief  of  Staff  of  the 
Army,  GEN  Gordon  R.  Sullivan,  is  very  eager  to 
establish  a continuing  dialog  with  any  of  the  repub- 
lics of  the  former  USSR.  Roper  felt  this  visit  was  very 
successful,  as  well  as  the  visit  to  the  Ukrainian 
Ministry  of  Defense. 

“A  dialog  has  been  opened,”  Roper  said.  “Both 
countries  have  a lot  of  work  to  do,  a lot  of  decisions 
to  make.  They  are  very  curious  and  interested  in  the 
way  we  do  business.  Everything  we  do  might  not 
work  for  them;  their  culture  is  so  different  from  ours, 
what  changes  propensity  for  us  might  have  a differ- 
ent effect  for  them.  But  we  have  offered  our  exper- 
tise, and  we  plan  to  continue  the  dialog.” 

“I  never  believed  I would  see  this  in  my  lifetime,” 
Roper  said.  “This  exchange  of  so  many  honest  ques- 
tions, discussions  of  capabilities  and  limitations  of 
our  countries  and  systems  — and  there  we  were, 
talking  with  our  former  enemies.  It  was  incredible.” 
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The  return 
visit 


from  an  article  by  SPC  Joseph  Zauner, 

Fort  Knox  PAO 

Although  the  Belarussian  general  wanted  to  drive 
an  American  tank  when  he  came  to  Fort  Knox 
(“Home  of  Armor”),  he  came  with  another  purpose  in 
mind  — to  learn  how  USAREC  recruits  quality 
young  people  into  America’s  all-volunteer  Army. 

Today  in  Belarussia  every  18-year-old  male  must 
serve  a year  and  a half  in  his  country’s  army.  Like 
many  other  countries  that  once  belonged  to  the 
Union  of  Soviet  Socialist  Republics,  Belarussia  uses 
conscripts  to  man  the  force.  But  the  Belarussian 
Army  leadership  wants  to  change  that,  and  they 
asked  USAREC  for  help. 

Accepting  BG  Rip  Roper’s  invitation  to  visit 
USAREC  headquarters  at  Fort  Knox,  General- 
Major  Mikhil  Kaurin  and  several  of  his  colleagues 
spent  a week  at  Fort  Knox,  listening,  observing,  and 
learning  how  USAREC  does  business. 

The  biggest  problem  facing  Kaurin  in  his  task  to 
convert  his  military  to  a volunteer  force  is  his 
country’s  economy.  Although  essentials  such  as  food, 
clothing,  and  barracks  are  provided,  the  economic 
circumstances  mean  a relatively  low  base  pay. 

Because  military  service  is  currently  viewed  as  an 
obligation  in  his  country  rather  than  as  an  honor, 
Kaurin  must  determine  what  incentives  can  be  of- 
fered, in  light  of  his  country’s  economic  condition, 
and  what  kind  of  incentives  will  attract  Belarussian 
youth  to  want  to  join  up. 

According  to  Kaurin,  one  incentive  that  would 
attract  prospects  to  the  Belarussian  army  is  the  one 
thing  his  country  would  find  hard  to  provide  — 
money. 

“We  want  to  provide  a stipend  for  (college),”  he 
said,  “but  this  is  dependent  on  our  economic  system. 
One  incentive  we  (hope  will  attract  volunteers)  is 
patriotism.  We  can’t  provide  the  monetary  (aspect), 
but  patriotism  we  can  provide.” 

While  at  HQ  USAREC,  the  Belarussians  were 
briefed  on  all  aspects  of  US  Army  recruiting  from 
advertising  to  operations.  They  visited  a recruiting 
station  and  a MEPS  and  talked  about  the  American 
Army  with  soldiers  and  ROTC  cadets  at  Fort  Knox, 
as  well  as  with  recruiters  and  officers  from  USAREC 


BG  Roper  explains  production  numbers  to  General- 
Major  Kaurin  (center)  and  Colonel  Bel’Dyev  (left). 
(Photo  by  Joyce  Knight) 


and  MEPCOM.  They  were  particularly  impressed 
with  our  noncommissioned  officers  and  the  Reserve 
Officer  Training  Corps  cadets. 

Kaurin  said  that  one  of  the  most  visible  and  im- 
pressive aspects  of  Army  recruiting  was  our  televi- 
sion advertising  campaign. 

“You  have  a system  for  drawing  people  into  the 
Army  that  is  unmatched,”  he  said.  “(Y our)  recruiting 
stations  are  impressive,  as  are  the  incentives  that 
draw  (soldiers  into  the  Army).” 

This  return  visit  by  the  Belarussian  army  delega- 
tion was  part  of  a continuing  dialog.  A Ukrainian 
delegation  is  expected  in  late  May  for  the  same 
purpose:  to  learn  from  USAREC’s  success. 

Did  the  Belarussian  general  get  to  drive  an  Amer- 
ican tank?  Yes,  he  did.  And  echoing  BG  Roper’s 
sentiments,  he  commented,  “Even  now  it’s  difficult 
to  believe  that  I would  one  day  have  the  opportunity 
to  drive  an  American  tank.” 

For  all  of  us,  it  is  truly  a remarkable  time  in 
history. 


The  Belarussian  delegation  took  the  time  to  look 
over  the  tanks  at  Fort  Knox:  from  left  to  right,  COL 
Stepanenko,  COL  Bel’Dyev,  LTC  Klocko,  BG  Roper, 
and  General-Major  Kaurin.  (Photo  by  Ft.  KnoxTASC) 
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Don’t  get  trapped 


by 

It’s 

members  of  this  com- 
mand can  fall  into.  Take 
note  and  avoid  the  unau- 
thorized commitment 
trap. 

“It  may  seem  like  a 
small  thing,  until  you’re  under  investigation.  Unau- 
thorized commitments  are  a serious  problem  for 
the  Recruiting  Command,”  said  Diane  Myers  of  the 
Resource  Management  and  Logistics  Directorate, 
HQ  USAREC. 

Unauthorized  commitments  happen  when  some- 
one commits  government  funds  to  the  purchase  of 
equipment,  supplies,  services,  and/or  subscriptions 
without  a contract  being  awarded  by  an  authorized 
contracting  officer. 

“We  normally  don’t  have  personnel  who  are  in- 
tentionally trying  to  violate  the  reg  — it’s  more 
that  they  don’t  know  the  facts,”  said  CPT  Scott 
Handley  of  HQ  USAREC  Command  Legal  Counsel. 

“A  lot  of  unauthorized  commitments  occur  be- 
cause of  poor  planning  and  lack  of  understanding 
of  the  procurement  process,”  Myers  said. 

The  fact  is  only  an  authorized  contracting  officer 
can  enter  into  purchase  arrangements  or  contracts 
using  government  funds.  Unfortunately,  so  many 
take  it  upon  themselves  to  play  the  role  of  contract- 
ing officer;  that’s  when  the  trap  is  sprung. 

There  are  many  examples  of  this  occurring: 

□ A recruiter  was  directed  to  order  trophies  and 
plaques  for  an  annual  conference.  He  assumed 
someone  would  communicate  with  the  proper 
purchasing  officer,  and  he  proceeded  to  contact  a 
local  trophy  shop  to  order  the  awards.  The  con- 
tracting officer  was  not  informed  until  after  the 
agreement  was  already  entered  into. 

□ A copy  machine  at  company  headquarters 
broke  down.  The  new  supply  sergeant  called  a 
convenient,  local  copier  shop  to  come  out  and  re- 
pair the  machine.  Unfortunately,  later  it  was  dis- 
covered this  particular  shop  didn’t  have  a 
contract  with  the  government. 

□ A recruiter  contacted  a caterer  for  a COI 
event.  The  request  for  funds  was  held  because 
the  funds  were  not  readily  available.  The  re- 
cruiter had  to  leave  town  to  attend  training  and 
assumed  the  caterer  was  cancelled.  The  caterer 
was  not  contacted  and  proceeded  to  cater  the 
event  without  any  Army  representation. 

Although  the  above  are  examples  of  misunder- 
standings and  miscommunications,  they  still  cause 


embarrassment  to  the  Army  and 
frustration  to  the  vendor.  If  the 
action  can  be  approved  for  ratifi- 
cation, in  most  cases  the  ven- 
dors eventually  get 
paid.  But  the  vendor 
can  wait  up  to  a year  to 
receive  payment. 

In  rare  cases,  when  the  government  cannot  pay 
the  vendor,  the  individual  who  entered  into  the 
agreement  with  the  vendor  may  be  responsible  for 
payment.  Luckily  this  doesn’t  happen  often,  but  it’s 
a possibility  when  caught  in  the  unauthorized  com- 
mitment trap. 

“I  believe  everyone  needs  to  work  face-to-face 
with  their  contracting  office.  They  can  work  mira- 
cles, if  you’ve  already  built  a rapport  with  them,” 
said  Myers. 

Don’t  get  caught  in  this  trap.  Know  who  is  re- 
sponsible for  government  funds  in  your  area  and 
communicate  with  that  person. 

Dos  and  Don’ts 

■ Do  plan  your  requirements. 

■ Do  get  advice  from  your  supply  sergeant, 
property  book  officer,  or  procurement  analyst 
about  whether  your  requirement  is  author- 
ized. They  can  provide  you  with  this  informa- 
tion as  well  as  tell  you  how  long  it  takes  to 
acquire,  what  documentation  is  required,  etc. 

■ Do  ensure  that  the  proper  paperwork  is  fur- 
nished to  your  supply  sergeant,  property  book 
officer,  or  procurement  analyst  for  acquisition. 

■ Do  follow-up  on  the  status  of  your  require- 
ment to  make  sure  that  it  has  been  processed. 

■ Do  ensure  that  funds  are  approved  for  pur- 
chase. 


■ Don’t  buy  anything  you’re  not  authorized  to 
have  (check  with  your  supply  sergeant,  prop- 
erty book  officer,  others). 

■ Don’t  sign  any  agreements  presented  to  you 
by  a contractor. 

■ Don’t  negotiate  with  a contractor. 

■ Don’t  accept  any  equipment  on  a trial  or  dem- 
onstration basis  without  coordinating  with 
your  supporting  contracting  office  (bri- 
gade/battalion) or  logistics  division  (headquar- 
ters). 

■ Don’t  release  advance  acquisition  information 
by  telling  a contractor  that  you  are  going  to 
buy  something.  Tell  him  that  you  are  only 
seeking  information  for  planning  purposes. 

■ Don’t  tell  a contractor  how  much  money  you 
have  to  spend. 


Vemetta  E.  Graham, 
RJ  staff 
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All  “The  Way  I See  It"  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly.  Those  that  are 

signed  and  include  a phone  number  will  receive  a phone  call  within  48  hours  of  receipt.  Those  with  ad- 
dresses will  receive  a written  response  approximately  3 weeks  from  receipt. 

\ " 


A battalion  commander  writes: 

I would  like  to  ask  if  USAREC  has  investi- 
gated the  possibility  of  advertising  US 
Army  and  US  Army  Reserve  programs  on 
popular  national-level  electronic  bulletin 
boards  such  as  CompuServe,  America  Onl- 
ine, and  Prodigy. 

These  bulletin  boards  are  increasingly 
popular,  especially  among  our  target  popula- 
tion. A young  man  or  woman  logging  on  is 
very  likely  to  be  an  above-average  student, 
interested  in  the  world  around  him. 

Besides  the  basic  hook,  and  providing  in- 
formation about  education  incentives,  train- 
ing, etc.,  such  a forum  could  provide  a great 
deal  of  information  (or  as  much  as  we 
thought  wise  to  provide)  about  each  MOS. 

We  could  provide  a tremendous  number  of 
forums,  files,  choices,  and  information,  all 
easily  updated.  We  might  further  hook  peo- 
ple with  specific  interests  in  other  forums. 
For  example,  a law  enforcement  or  nursing 
or  music  forum  could  contain  career  infor- 
mation about  the  US  Army. 

We  could  also  tap  into  the  E-mail  capabili- 
ties of  these  bulletin  boards.  We  might  in- 
clude a prescreening  questionnaire.  Leads 
could  then  be  easily  routed  to  the  field  force. 

I realize  this  is  probably  not  a new  idea. 
The  idea  was  provided  to  me  by  MSG  Glenn 
W.  Holsinger,  of  the  Department  of  Military 
Science,  Temple  University. 

Sir,  I’d  be  interested  in  any  information 
on  the  practicality  of  this. 

The  Director  of  Advertising  and  Public 
Affairs  responds: 

Thank  you  for  your  letter  relaying  the 
suggestion  from  MSG  Holsinger  that  we 
evaluate  electronic  bulletin  boards  as  a pos- 
sible advertising  medium. 

We  are  very  interested  in  the  developing 
interactive  media.  In  1991  and  again  in 
1993,  USAREC  media  officers  and  media 
planners  from  the  agency  examined  the  me- 


dium. The  1993  analysis  focused  on  Prodigy, 
CompuServe,  Genie,  and  Online  America  of- 
fered through  E-Span. 

Both  the  1991  and  the  1993  evaluations 
concluded  that,  while  these  media  did  not 
provide  the  statistics  to  justify  advertising 
investments  for  us  at  that  time,  they  should 
be  carefully  watched  as  potential  future  ve- 
hicles. The  negative  recommendations  cen- 
tered on  two  issues:  that  the  electronic 
bulletin  boards  were,  at  last  evaluation,  un- 
targeted and  unmeasured.  In  other  words, 
while  we  could  buy  ad  space  on  them,  they 
had  no  way  to  tell  us  how  many  men  aged 
18-24  accessed  our  ads,  nor  even  how  many 
of  our  target  audience  subscribed  to  their 
networks,  except  for  Prodigy.  Prodigy  pro- 
vided the  information  that  only  five  percent 
of  their  subscribers  fall  within  our  target  au- 
dience. At  that  rate,  it  is  not  a cost-effective 
medium  for  us  (yet). 

As  you  point  out,  interactive  media  also 
poses  creative  challenges  we  have  not  faced 
before,  as  interactive  media  relies  on  the 
user  to  decide  to  “turn”  into  your  message 
deliberately  rather  than  to  receive  the  mes- 
sage passively.  For  the  last  year,  we  have 
been  working  on  interactive  creative  mate- 
rial with  the  awareness  that  it  is  rapidly  be- 
coming a strong  marketing  medium.  We  are 
positioned  for  the  future. 

We  are  just  starting  our  media  evaluation 
process  for  1995,  and  again  interactive  com- 
puter networks  will  present  to  us  and  we 
will  evaluate  them.  It  will  be  interesting  to 
see  how  far  they  have  come  in  collecting  the 
kind  of  marketing  demographics  we  need  to 
determine  whether  a medium  will  work  for 
us. 

Please  relay  to  MSG  Holsinger  our  thanks 
for  his  suggestion.  Both  you  and  he  are  pro- 
active thinkers,  and  we  appreciate  your 
bringing  the  opportunities  of  this  new  me- 
dium to  our  attention. 
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The  Way  I See  It 


A recruiter  writes: 

As  a new  TTE  recruiter, 

I’ve  been  assigned  to  a three- 
man  station  with  an  on-pro- 
duction station  commander. 

As  we  all  know,  the  job  of  the 
station  commander  is  to  prop- 
erly train  that  new  recruiter 
how  to  be  successfu'  and 
achieve  mission  box.  Granted 
the  station  commander  can’t 
do  everything  for  that  new  re- 
cruiter, but  he  definitely  has 
to  be  the  instrumental  driving 
force  to  make  sure  that  this 
new  recruiter  is  confident  and 
is  properly  taught. 

I feel  that  when  a new  re- 
cruiter comes  into  a station, 
that  on-production  station 
commander  should  come  off 
mission  for  at  least  three  or 
four  months  to  adequately 
train  that  TTE  recruiter. 

Nine  out  of  10  times,  that 
station  commander’s  area  of 
responsibility  is  going  to  be 
different  than  the  TTE 
recruiter’s,  which  further 
hampers  adequate  training  be- 
cause the  station  commander 
has  to  worry  about  his  mis- 
sion at  the  cost  of  the  new  re- 
cruiter. I’ve  seen  instances 
and  experienced  first  hand 
lack  of  training,  not  because 
the  station  commander 
doesn’t  try,  but  other  require- 
ments prevent  him  or  her 
from  devoting  his  or  her  total 
time  and  attention  to  training 
the  new  recruiters. 

When  the  station  com- 


mander and  TTE  recruiter 
are  comfortable  in  the  job  and 
feel  through  observation  that 
this  TTE  recruiter  has  enough 
job  knowledge  and  can  do  his 
or  her  job  and  be  successful, 
then  the  station  commander 
should  go  back  on  mission  at 
that  time.  If  this  happens  at 
the  4th  or  5th  month,  then  so 
be  it,  or  if  required  nine 
months,  then  that  should  be 
the  case. 

Granted  the  station’s  and 
the  company’s  numbers  may 
go  down  during  this 
timeframe,  but  the  return  to 
the  organization  would  be  a 
properly  trained  and  moti- 
vated new  recruiter  who  will 
more  than  make  up  for  the 
numbers  that  were  lost  while 
the  station  commander  is  off 
mission. 

Deputy  Director,  Program 
Analysis  and  Evaluation 
responds: 

Our  thanks  to  the  TTE  re- 
cruiter who  speaks  for  all  our 
newly  assigned  soldiers  in  the 
field.  The  point  is  well  taken. 
We  cannot  afford  to  sacrifice 
the  training  of  our  TTE  re- 
cruiters; the  cost  is  enormous 
to  the  individual  and  to  the 
command.  We  appreciate  the 
suggestion  to  bring  on-produc- 
tion station  commanders 
(OPSC)  temporarily  off  pro- 
duction to  concentrate  on  TTE 
training,  but  unfortunately 
that  cannot  be  considered  as  a 
viable  option. 


As  a result  of  the  drawdown 
initiative,  we  have  pared 
down  to  our  most  efficient 
structure  in  manpower  and  fa- 
cilities. We  currently  have  ap- 
proximately 524  stations  that 
are  authorized  an  OPSC.  If  we 
assumed  that  half  of  those 
OPSCs  had  a TTE  recruiter 
and  they  came  off  production 
for  three  months  to  train,  that 
would  amount  to  786  con- 
tracts that  we  would  have  to 
find  elsewhere  (based  on  an 
OPSC  with  a mission  of  only 
one  per  month)  during  that 
three-month  timeframe. 

We  continue  to  pursue  ap- 
propriate means  to  strengthen 
our  TTE  training  program. 
One  good  example  is  the  Inter- 
active Video  Disks  (IVD)  that 
we  have  distributed  to  all  lev- 
els. Currently  we  are  working 
on  an  IVD  that  will  address 
the  sales  presentation,  and 
we  hope  to  have  that  to  the 
field  sometime  in  the  fall. 

In  the  meantime,  please  re- 
member that  you  have  a num- 
ber of  sources  to  turn  to  in  the 
event  your  station  commander 
is  preoccupied.  Your  fellow  re- 
cruiter, first  sergeants,  re- 
cruiter trainers,  and 
sergeants  major  are  more 
than  adequately  capable  of 
providing  valuable  training 
provided  you  request  their  as- 
sistance using  the  chain  of 
command. 

Thanks  again  for  your 
thoughts! 


How  do  you  see  it?  Send  your  comments 
on  the  form  on  page  21. 
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The  Way  I See  It 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we  Recruiting  Command.  All  forms  are  mailed  to  and 

can  accomplish  more  than  working  as  individuals.  received  directly  by  the  USAREC  Chief  of  Staff, 

Share  your  vision  for  the  future  of  the  U.S.  Army  Fort  Knox,  Ky. 

HQ  USAREC  Fm  1825,  1 Jan  91 


Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 
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Angel  of 
mercy 

— Spirit  of  Nursing  Award  winner 


by  Dee  Register,  Beckley  Bn  A&lPA 


Angel  of  Mercy  is  the  term  Lori  West  used 
to  describe  her  feelings  on  what  the  spirit 
of  nursing  should  be.  It  was  also  the  be- 
ginning of  many  honors  that  were  to  come  her 
way.  Besides  being  the  recipient  of  the  Beckley 
Recruiting  Battalion  local  Spirit  of  Nursing 
Award  for  Liberty  University  in  Lynchburg,  Va., 
she  went  on  to  win  the  US  Army  National  Spirit 
of  Nursing  competition.  The  national  award,  an 
etched  crystal  plaque,  was  presented  by  MG  Ken- 
neth W.  Simpson,  HQ  USAREC  commander,  and 
BG  Nancy  R.  Adams, 
chief,  Army  Nurse 
Corps,  on  April  21, 

1994  at  the  National 
Student  Nurses  Asso- 
ciation Convention  in 
Philadelphia,  Pa. 

West  and  her  hus- 
band, Jeremy,  drove  to 
Philadelphia  for  the 
awards  ceremony.  She 
wanted  him  to  be  part 
of  the  festivities  since 
she  feels  that  he  was 
partly  responsible  for 
her  winning. 

“He  has  always  been 
very  supportive  of  me,”  said  West.  “We  both  tried 
going  to  school,  but  he  decided  to  work  and  put  me 
through.  If  it  wasn’t  for  him  I could  never  have  been 
able  to  receive  my  degree  or  compete  in  this  compe- 
tition.” 

A natural  leader,  West,  a junior  at  Liberty  Uni- 
versity, is  highly  regarded  by  her  peers  as  well  as 
her  instructors  at  the  nursing  department. 

“She  is  personable,  caring,  conscientious,  deter- 


mined, self-motivated,  and  a superior  representa- 
tive for  nursing  students,”  says  Dr.  Linda  Miller, 
dean,  Department  of  Nursing  at  Liberty  University. 
“She  combines  the  superior  intellect  of  a scholar 
with  the  gentle,  compassionate  art  of  caring.  She  is 
the  epitome  of  the  outstanding  student  — she  is  the 
spirit  of  nursing!” 

Her  academic  achievements  include  the  1994  He- 
lene Fuld  Scholarship,  the  1994  Virginia  League  for 
Nursing  Scholarship,  the  President’s  Scholarship 
for  Academic  Achievement,  the  All  American  Award 
for  Excellence,  the  National  Collegiate  Nursing 

Award,  Who’s  Who 
Among  College  Stu- 
dents, was  a delegate 
at  the  Virginia  Nurs- 
ing Student  Associa- 
tion, and  is  on  the 
Dean’s  List  with  a 
3.92  grade  point  aver- 
age. She  will  receive 
her  Bachelor  of  Sci- 
ence in  Nursing  in 
May  1995. 

She  currently 
serves  as  vice-presi- 
dent of  the  Liberty 
Nursing  Student  As- 
sociation and  was  re- 
cently elected  presi- 
dent for  the  1995 
school  term.  She  is  chairman  of  the  bylaws  commit- 
tee, the  recruitment  committee,  and  is  the  missions 
and  activities  director  at  the  university.  While  at- 
tending school  full  time,  West  finds  time  to  partici- 
pate in  a host  of  other  activities  in  and  around  her 
community.  She  works  at  the  Virginia  Baptist  Hos- 
pital, participates  in  food  drives  for  the  underprivi- 
leged, and  assists  with  Christmas  parties  for  local 
underprivileged  children  in  Lynchburg,  Va.  She 


Spirit  of  Nursing  Award  winner,  Lori  West,  with  MG  Simpson 
and  BG  Adams.  (Photo  by  Jim  Russell) 
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does  volunteer  work  with  local  recycling  projects, 
voter  registration,  health  fairs,  and  has  had  numer- 
ous television  and  newspaper  interviews,  which 
highlighted  her  life  as  a student  nurse. 

“I  truly  love  and  care  for  people,  their  needs,  their 
hurts,  and  their  overall  well-being,”  stated  West.  “At 
the  very  moment  in  life  when  someone  is  fully  de- 


BG  Adams  con- 
gratulates Lori 
West  as  her  hus- 
band Jeremy 
looks  on.  (Photo 
by  Jim  Russell) 

pendent  on  another  human  being,  a gentle,  caring 
hand  that  works  from  the  heart  is  valued  above 
everything  else.  This  is  what  the  Spirit  of  Nursing 
should  be,  and  how  I believe  that  nursing  is  exem- 
plified in  my  life.” 

Spoken  like  a true  angel  of  mercy. 


T/te  award-winning  evening 


by  Jim  Russell,  Philadelphia  Bn  A8ZPA 

The  occasion  was  the  Foundation  Awards  Banquet 
of  the  42nd  Annual  Convention  of  the  National  Stu- 
dent Nurses  Association. 

The  proceedings  were  opened  with  welcoming  re- 
marks by  Julie  A.  McGee,  NSNA  Foundation  Presi- 
dent and  COL  Barbara  Smith,  director  of  Health 
Services,  USAREC. 

Lori  West,  who  is  also  holder  of  a prestigious  1994 
Helene  Fuld  Health  Trust  Fellowship.  She  was  joined 
at  the  festivities  by  her  husband,  Jeremy,  who  plans 
to  complete  his  degree  requirements  at  Lib- 
erty the  year  following  his  wife’s  gradua- 
tion. 

Also  present  for  the  award  ceremony  was 
Vicki  Martin,  a member  of  the  Liberty  fac- 
ulty who  is  the  teacher/advisor  of  the 
honoree. 

Another  Army  highlight  of  the  banque 
was  the  Executive  Director  of  the  National 
Student  Nurses’  Association,  COL  Rob- 
ert V.  Piemonte,  US  Army  Reserve,  who 
was  retired  after  27  years  of  service. 

Smith  read  his  official  retirement  orders  and  Army 


Nurse  Corps’  BG  Nancy  R.  Adams,  presented  him 
with  the  Legion  of  Merit. 

Still  another  Army  honoree  at  the  event  was  re- 
tired BG  Clara  L.  Adams-Enders,  former  chief  of  the 
US  Army  Nurse  Corps,  who  was  presented  with  an 
honorary  membership  in  the  NSNA  and  a 14-karat 
pin.  She  was  cited  for  her  support  of  student  nursing 
over  the  years  and  especially  during  her  tenure  as 
Nurse  Corps  chief.  In  her  remarks,  Adams-Ender 
declared,  “Nursing  students  have  always  been  a part 
of  my  life.” 

After  the  banquet,  Simpson  presented  the 
newly-retired  Piemonte  with  the  USAREC 
Recruiting  Coin.  Adams,  on  behalf  of  the 
Nurse  Corps  presented  him  with  a Waterford 
Crystal  map  of  the  United  States  em- 
bossed with  the  Army  emblem. 

The  NSNA  gracious  response  to  the 
Army  participation  in  the  highly  suc- 
cessful evening  also  was  inscribed  on 
the  NSNA  awards  banquet  program  as 
follows:  “A  special  thank  you  to  the  US 
Army  Recruiting  Command;  Army  Nurse  Corps 
for  sponsoring  the  1994  Awards  Banquet.” 
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Back  to  back 

— Montgomery  Battalion  wins 
second  consecutive  Superior  Unit 
Award 


by  Tony  Johnson,  2d  Brigade  A&PA 

Chief  of  Staff  of  the  Army,  GEN  Gordon  R. 

Sullivan  presented  the  US  Army  Re- 
cruiting Battalion  Montgomery  with  their 
second  consecutive  Army  Superior  Unit 
Award  on  April  20,  at  the  Maxwell  Air  Force 
Base  in  Montgomery,  Alabama. 

The  Montgomery  Recruiting  Battalion  ex- 
ceeded its  recruiting  mission  for  fiscal  year  1993 
by  accomplishing  115  percent  of  its  Regular  Army 
mission  and  122  percent  of  its  Army  Reserve  mis- 
sion. 

Last  year  Montgomery  Recruiting  Battalion  dis- 
tinguished itself  by  becoming  the  first  battalion  in 
the  Recruiting  Command  to  ever  receive  an  Army 
Superior  Unit  Award. 

Sullivan  praised  the  battalion  for  its  continued 
excellence  in  performance  of  its  mission,  building 
tomorrow’s  Army  today. 

At  the  award  ceremony,  Sullivan  attributed  the 
success  of  the  Army  to  the  recruiting  force,  saying, 
“One  reason  the  United  States  Army  is  the  best  army 
in  the  world  are  the  men  and  women  that  you  bring 
in.  . . . It  begins  with  recruiters.” 

“The  people  you  are  bringing  in  today  will  be  the 
men  and  women  who  will  be  heading  the  Army  in  the 
21st  century,”  said  Sullivan. 

LTC  Jamiel  Saliba,  commander  of  the  Montgom- 
ery Battalion,  and  SGM  William  Eddy,  the  battalion 
sergeant  major,  accepted  the  award  on  behalf  of  the 
battalion. 


(Courtesy  photo) 


The  Army  Superior  Unit  Award  is  awarded  for 
outstanding  meritorious  performance  of  a unit  dur- 
ing peacetime  of  a difficult  and  challenging  mission 
under  extraordinary  circumstances. 

GEN  Sullivan  concluded  the  ceremony  by  thank- 
ing the  entire  Montgomery  Recruiting  Battalion  for 
the  important  work  they  are  doing  for  the  Army  and 
for  America. 
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In  mighty  Montgomery 


by  LTC  Jamiel  S.  Saliba, 
and  John  McCollister,  Montgomery  A&PA 

LTC  Jamiel  S.  Saliba  assumed  command  of  the 
US  Army  Recruiting  Battalion,  Montgomery,  in 
August  1991.  During  his  tenure  as  commander, 
the  Montgomery  Battalion  has  been  one  of  the 
most  consistent  and  successful  battalions  in  the 
history  of  USAREC.  The  battalion  ranked  number 
one  in  the  nation  both  in  FY  92  and  FY  93.  Mont- 
gomery Battalion  was  presented  the  prestigious 
Army  Superior  Unit  Award  by  the  Secretary  of 
the  Army  in  both  FY  92  and  FY  93,  and  in  FY  93 
was  the  first  recipient  of  the  Annual  Award  for 
Excellence  presented  to  the  best  overall  battalion 
in  USAREC.  Asked  to  explain  why  the  Montgom- 
ery Battalion  has  enjoyed  so  much  success  in  the 
past  three  years,  Saliba  responded: 

I believe  there  are  three  big  reasons.  First,  in 
any  successful  organization  you  need  quality  peo- 
ple, and  we  certainly  have  some  successful  folks. 
Second,  I think  the  quality  of  our  training  has 
been  focused  to  ensure  that  recruiters’  technical 
competency  is  at  the  level  required  to  perform  as 
consistent  winners.  Third,  the  development  of  a 
strong  Family  Support  Group  Program  is  essen- 
tial. Let  me  talk  just  a little  about  each  one  of 
these. 

Quality  People 

Everybody  wants  the  best  people  possible,  but 
there  are  only  so  many  to  go  around.  I’m  convinced 
the  life  blood  of  USAREC  is  the  TTE/detailed  re- 
cruiter. They  are  down  where  the  rubber  meets  the 
road.  The  Army  gives  us  the  best  non-commissioned 
officers  possible.  Yeah,  occasionally  there  is  a mis- 
take made;  but  of  every  hundred  NCOs  sent  to 
USAREC,  95  to  96  of  them,  if  properly  trained,  do  an 
outstandingjob. 

Station  commanders  are  tasked  with  the  respon- 
sibility of  teaching,  training,  and  leading  the 
TTE/detailed  recruiter  force.  I found  in  my  short  time 
out  here  that  just  because  a soldier  is  a good  recruiter 
does  not  mean  he  or  she  will  be  a good  station 
commander. 

Our  philosophy  has  been  to  grow  our  own  and 
develop  them  to  be  station  commanders  and  first 
sergeants  of  the  future.  If  you  come  to  Montgomery 


and  look  at  the  34  sta- 
tion commanders  cur- 
rently in  place,  you’ll 
find  most  were  devel- 
oped in  the  past  three 
years  by  us.  In  other 
words,  we  didn’t  wait 
for  somebody  to  send 
us  one,  we  went  ahead 
and  trained  our  own. 

That’s  not  to  say  we  haven’t  made  mistakes  in  this 
process  and  that  everyone  we  chose  has  been  suc- 
cessful. The  advantage  to  “growing  our  own”  is  over 
the  long  haul  they  understand  our  plan  because  they 
helped  develop  it.  In  other  words,  a sense  of  pride 
and  ownership  in  the  organization.  Believe  me,  there 
is  a lot  of  pride  in  the  Montgomery  Battalion. 

Quality  Training 

USAREC  is  no  different  than  any  other  organiza- 
tion. Training  in  any  unit  is  essential.  We  believe  you 
schedule  training  and  stick  with  it.  We  don’t  change 
training  because  mission  hasn’t  been  accomplished 
or  something  else  comes  up  that’s  more  important  — 
nothing  is  more  important  than  training.  You  have 
to  have  the  right  people  conducting  training.  If  your 
RTs  are  qualified,  fine;  if  not,  then  select  the  best 
qualified  soldier  to  train. 

At  our  recent  SAARC,  first  sergeants  conducted 
the  largest  amount  of  training.  Many  of  the  subjects 
being  taught  required  the  trainer  to  be  a subject 
matter  expert.  F urthermore,  the  first  sergeants  have 
been  where  the  subordinates  are,  and  they  have  the 
previous  hands-on  experience  and  credibility  to  mo- 
tivate our  station  commanders  and  get  the  point 
across.  Once  a quarter  we  have  refresher  training  for 
TTE  and  detailed  recruiters.  We  use  the  Lee  DuBois 
training  package.  There  are  many  other,  but  Lee 
Dubois  has  worked  very  well  for  this  battalion.  An- 
other point  that’s  been  very  helpful  is  after  each 
training  session  we  critique  it  to  determine  if  the 
training  was  meaningful,  and  how  to  improve  it. 
We’ve  learned  a lot  from  those  critiques.  I’m  con- 
vinced as  soldiers  meet  and  exceed  the  standards  set 
for  them  in  training,  their  self  confidence  will  grow, 
and  that  translates  into  increased  production. 
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Strong  Family  Support  Groups 

This  is  just  a fancy  way  of  saying  what  we’ve  been 
talking  about  in  the  Army  for  a long  time  — “Take 
care  of  soldiers  and  their  families.”  The  old  saying, 
“A  happy  soldier  is  a successful  soldier,”  couldn’t  be 
truer  in  USAREC.  In  my  opinion,  attitude  is  95 
percent  of  recruiting. 

In  this  battalion  when  a soldier  is  not  producing, 
we  just  take  time  to  go  talk  to  him.  Many  times  you 
will  find  their  lack  of  production  has  nothing  to  do 
with  their  work  ethic  or  work  effort,  but  the  soldier 
may  have  a problem  with 
a family  member.  On  sev- 
eral occasions  I have 
found  this  to  be  true.  If  you 
don’t  ask,  they  are  not 
going  to  tell.  Generally  it’s 
the  spouse  of  the  soldier 
who  is  unhappy  due  to 
working  hours,  or  a family 
member  has  been  sick  and 
nobody  took  the  initiative 
to  let  the  soldier  off. 

That  battalion  philoso- 
phy has  been  one  that’s 
very  simple:  Mission  is 
number  one,  family  is  sec- 
ond — unless  something 
dictates  that  family  be  first  and  mission  second.  For 
example,  a soldier’s  child  is  having  his  tonsils  out. 
Family  becomes  number  one.  The  soldier  has  no 
business  at  the  office;  he  belongs  at  the  hospital  with 
his  family.  This  may  sound  simple;  however,  at  the 
Family  Support  Group  Conferences  I attend,  you 
find  some  instances  where  this  has  happened.  Un- 
fortunately, it  has  happened  in  our  battalion  also. 
The  leadership,  at  whatever  level,  made  the  wrong 
decision. 

Our  families  have  played  such  a large  role  in  the 
success  of  this  battalion.  They  are  totally  committed 
and  dedicated  to  their  spouses  and  support  our  sol- 
diers better  than  any  group  I have  ever  been  around. 
One  of  the  first  things  I tried  to  do  when  I got  here 
was  have  company  overnight  training  involving  our 
families.  It  gave  us  the  opportunity  not  only  to  meet 
the  families,  but  to  talk  to  them  and  have  them  talk 
to  their  contemporaries,  see  if  some  of  the  same 
problems  taking  place  at  one  station  were  taking 
place  also  in  another. 

I believe  it’s  critical  you  not  only  know  your  people 
but  know  their  families.  Obviously,  it’s  difficult  in 
many  battalions  due  to  geographies;  however,  we 
accomplish  this  through  the  company  overnight 


training  program  twice  a year.  Our  Family  Support 
Coordinator  at  the  battalion  has  a handle  on  what  is 
taking  place  with  all  personnel  in  the  Montgomery 
Battalion.  When  anyone  is  sick,  or  has  lost  a loved 
one,  within  6 to  8 hours  that  information  is  provided 
to  me.  The  bottom  line  is,  the  battalion  commander 
and  company  commander  cannot  be  at  50  different 
places  at  a time.  You  must  have  the  support  of  your 
families  and  your  Family  Support  Group  volunteers 
to  assist  you  in  being  involved  in  what’s  going  on  with 
the  organization.  Ours  has  done  a magnificent  job. 

Production 

Nowhere  during  any  of 
this  have  I talked  about 
production.  Production 
happens  as  a result  of  hav- 
ing quality  people,  con- 
ducting quality  training, 
and  taking  care  of  soldiers 
and  their  families. 

I tell  folks  every  day,  I 
have  the  easiest  job  in 
USAREC.  All  I have  to  do 
is  shake  hands,  make  a few 
speeches  and  collect  all  the 
plaques  they  win  every 
quarter  at  the  BAARC.  I 
truly  felt  the  first  year  [of 
battalion  command]  was  the  hardest  due  to  the  steep 
learning  curve,  until  we  entered  the  second  year.  I 
mean  we  won  the  National  Championship  the  first 
year  and  anybody  will  tell  you  it’s  much  harder  to 
stay  on  top  than  to  get  there. 

I’ve  been  accused  by  some  people  of  being  too 
wrapped  up  in  winning.  Well,  as  the  old  saying  goes, 
“If  winning  isn’t  important,  then  why  do  they  keep 
score?”  Winning  at  all  costs  is  dangerous,  and  I 
certainly  don’t  believe  in  that  philosophy. 

However,  the  philosophy  of  hard  work  and  dedica- 
tion with  absolute  integrity  fires  me  up.  It  fires  up 
the  soldiers  in  the  battalion  too.  That’s  why  they 
came  back  and  won  their  second  straight  National 
Championship  and  are  dedicated  to  winning  their 
third.  The  soldiers  of  this  battalion  are  a very  special 
group  and  like  any  successful  organization,  winning 
becomes  contagious. 

As  my  wife  said,  “It’s  going  to  be  tough  leaving, 
because  these  folks  are  like  family.”  This  organiza- 
tion is  a family  and  that  is  why,  no  matter  what  the 
challenges,  this  group  will  continue  to  make  it  hap- 
pen in  mighty  Montgomery!” 


LTC  Saliba  and  SGM  Eddy  pop  the  champagne 
corks  to  celebrate  the  battalion’s  win  as  USAREC 
National  Champion.  (Photo  by  John  McCollister) 
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The  Test 


1.  What  are  the  three  aspects  of  mission  plan- 
ning? 

A.  Mission  box,  daily  work  plan,  planning  guide 

B.  Mission  box,  planning  guide,  sales  interview 

C.  Daily  work  plan,  sales  interview,  packet  prepara- 
tion 

D.  None  of  the  above 

2.  Daily  Performance  Review  between  recruit- 
ers and  station  commanders  is  optional. 

A.  True 

B.  False 

3.  What  regulation  covers  the  management  of 
government-owned  vehicles? 

A.  UR  350-7 

B.  UP  350-7 

C.  AR  600-54 

D.  UR  350-6 

4.  ANC  station  commanders  categorize  hospi- 
tals into  how  many  categories? 

A.  4 

B.  3 

C.  2 

D.  1 

5.  What  are  the  two  categories  of  prospecting? 

A.  Telephone  and  area  canvass 

B.  Face-to-face  and  LEADS 

C.  Referral  and  telephone 

D.  Telephone  and  face-to-face 

6.  Within  how  many  working  days  must  a TSC 
l-IIIA  senior  male  be  contacted  upon  receipt  of 
the  SASVAB  list? 

A.  5 

B.  7 

C.  10 

D.  14 

7.  What  three  administrative  actions  must  be 
accomplished  once  a prospect  agrees  to  an  ap- 
pointment? 

A.  Initiate  UF  200C  or  200-5  (ANC),  annotate  plan- 
ning guide,  inform  the  station  commander 

B.  Initiate  UF  200C  or  200-5  (ANC),  annotate  plan- 
ning guide,  update/add  to  UF  539 

C.  Initiate  LEADS  card,  annotate  planning  guide,  in- 
form station  commander 

D.  Inform  station  commander,  update/add  to  UF 
539,  annotate  planning  guide 

8.  Who  is  the  approving  authority  for  a USAR 
applicant  who  requires  an  underweight  (2  lbs) 
waiver? 

A.  CG,  USAREC 


B.  ARPERCEN 

C.  Battalion  commander 

D.  CMO-MEPS 

9.  Should  a waiver  for  a USAR  applicant  con- 
cerning “over  age”  be  forwarded  directly  to 
the  approval  authority? 

A.  Yes 

B.  No 

10.  Waiver  memorandums  must  be  completed 

by  the  battalion . 

A.  sergeant  major 

B.  waiver  expert 

C.  recruiter 

D.  station  commander 

11.  An  RA  applicant,  whose  mother  lives  in 

North  Korea,  must  have . 

A.  an  automated  ENTNAC 

B.  a manual  ENTNAC 

C.  no  ENTNAC,  applicant  is  disqualified  for  enlist- 
ment 

D.  a citizenship  waiver 

12.  What  form  is  used  for  an  Education  Tier 
Determination? 

A.  UF  1006 

B.  DD  370 

C.  UF  1015 

D.  DA  1070 

13.  If  an  applicant  has  a questionable  medical 
condition,  what  pamphlet  can  be  used  to  as- 
sist the  recruiter? 

A.  AR  601-201 

B.  UP  350-7 

C.  UP  60-5 

D.  UP  40-3 

14.  What  report  shows  market  share  for  a 
given  area? 

A.  UF  71 1-4 

B.  DOD  Market  Share  Report  (MSN  45) 

C.  MEPCOM  Form  1721 A 

D.  None  of  the  above 

15.  Who  ensures  that  recruiters  have  their 
own  geographic  zone  and  market? 

A.  First  sergeant 

B.  Company  commander 

C.  Battalion  commander 

D.  Station  commander 


(The  answers  to  this  month’s  Test  can  be 
found  on  the  inside  back  cover.) 
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Focused  on 
winning 

by  Helga  Siterlet,  Dallas  Bn 
A&PA 

■ An  amateur  wrestler  began 
training  at  age  12  in  his  home- 
town of  Omaha,  Neb.  SGT  Wen- 
dell Duncan,  Carrollton  (Texas) 
recruiter,  never  stopped  being 
dedicated  to  the  sport  he  loves. 

Duncan  feels  that  competitions 
and  winning  wrestling  champion- 
ships offer  enough  personal  satis- 
faction to  set  future  goals. 

“That’s  how  I approach  the 
tough  challenges  I face  as  a new 
recruiter,”  said  Duncan.  “To  re- 
main competitive  in  wrestling 
you  must  run,  lift  weights,  and 
practice  on  the  mat  daily.  It 
takes  as  much  dedication  or  more 
to  prospect  every  day  and  become 
successful  in  recruiting  qualified 
young  people  for  the  Army.” 

Before  recruiting,  Duncan  was 
assigned  to  the  82d  Airborne  Divi- 
sion in  Fort  Bragg,  N.C.  The  Fort 
Bragg  Post  Smoker  wrestling 
competition  was  won  by  Duncan 
for  two  consecutive  years. 

Duncan  also  became  the  win- 
ner of  the  Forces  Command  wres- 
tling championships  at  Fort 
Carson,  Colo.  ,and  Fort  Hood, 
Texas. 


“I  knew  very  early  in  my  life  as 
a wrestler,  that  I’d  want  to  coach 
young  wrestling  teams  to  win,” 
Duncan  said.  “I  helped  coach  the 
Fort  Bragg  team,  which  won  first 
place  at  the  Forces  Command 
team  championship.” 

When  his  recruiting  schedule 
permits,  Duncan  donates  his  time 
to  assist  high  school  wrestling 
team  coaches.  He  explained  that 
juniors,  seniors,  and  kids  between 
the  ages  of  five  and  18  are  in  train- 
ing at  the  Carrollton  wrestling 
club  to  become  amateur  wrestlers. 
“I’ll  help  anyone  who  has  the  de- 


sire to  acquire  the  skills  neces- 
sary to  be  a wrestling  champion 
and  is  aiming  for  a scholarship,” 
said  Duncan. 

Duncan  said  he  has  set  a goal 
to  win  the  gold  medal  at  the 
Olympic  Games  2000.  During 
1994  he  hopes  to  compete  in  the 
Texas  state  competition  and  con- 
centrate on  preparing  for  future 
Olympic  Team  tryouts. 

“My  primary  responsibility  is 
toward  my  employer,  the  United 
States  Army,”  Duncan  said.  “I 
keep  everything  in  my  life  focused 
on  winning.” 


38  Recruiters  from  Bay  Ridge  Station 
(New  York)  bedecked  one  of  their  vehi- 
cles. They  participated  in  the  first  ever 
Brooklyn  St.  Patrick’s  Day  Parade. 
(Photo  by  Ray  Aalbue) 


Right,  SGT  Wendell  Duncan,  Carrollton  (Texas)  recruiter  is  also  a champion  wrestler. 
(Photo  courtesy  of  Wendell  Duncan) 
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SFC  Ronald  Dahms 

Counselor  helps 
save  a life 

by  Jerry  Manos, 
Minneapolis  Bn  A&PA 

■ SFC  Ronald  Dahms,  Minne- 
apolis Battalion  guidance  coun- 
selor, assisted  in  saving  a life, 
thanks  to  his  knowledge  of 
Army-trained  CPR. 

In  February,  Dahms  was  tak- 
ing a break  from  his  counseling 
job  and  proceeded  down  the  hall 
from  his  office  when  he  observed 
a security  guard  standing  over 
Frank  Comeau,  a civilian  who 
was  passing  through  the  MEPS 


building.  The  security  guard 
saw  Comeau  had  collapsed  in 
the  hall. 

“It  wasn’t  20  seconds  later 
that  I came  onto  the  scene,”  re- 
calls Dahms.  “The  victim  was 
not  breathing  and  was  already 
blue  and  turning  purple.” 

A decision  was  made  by 
Dahms  and  the  security  guard 
to  start  CPR  immediately. 

After  almost  two  minutes  of 
CPR  by  both  rescuers,  Comeau 
started  breathing  but  was  still 
in  shock  (911  had  been  called 
and  the  emergency  crew  ar- 
rived approximately  five  min- 
utes later). 

When  the  rescue  team  ar- 
rived on  the  scene,  they  admin- 
istered oxygen  to  Comeau  and 
he  was  rushed  to  the  county 
medical  center.  The  rescue 
team  commented  to  Comeau 
that  he  was  very  fortunate  to 
be  alive,  “thanks  to  Dahms  and 
the  security  guard.” 

The  following  day,  Dahms 
called  Comeau  in  his  intensive 
care  room.  Comeau  commented 
to  Dahms,  “I  guess  I owe  you 
something.”  Dahms  replied, 
“No,  you  don’t.  Just  having  the 
opportunity  to  help  you  when 
you  needed  it  was  satisfaction 
enough  for  me!” 


The  director  explains  the  next  shot  to  SSG  Elvin  P.  Moss  while  the  electronics 
technician  adjusts  Moss’  microphone. 


Star  recruiter 

Story  and  photo  by 
Martha  Hogan, 
Nashville  Bn  A&PA 

■ The  Radcliff  (Ky.)  station 
was  the  site  for  the  filming  of  a 
new  Army  Recruiting  Com- 
mand video.  The  video,  “Adver- 
tising - The  Recruiter’s  Tool,” 
will  be  part  of  a new  program 
of  instruction  for  the  Recruit- 
ing and  Retention  School. 

The  video  script  called  for  an 
noncommissioned  officer,  who 
was  SSG  Elvin  P.  Moss,  in  a re- 
cruiting station  to  show  and 
talk  about  the  many  advertis- 
ing tools  available. 

“I  was  fired  up  and  ready,” 
Moss  said.  “I  thought  it  would 
be  fun.”  Moss  said  he  had  no 
previous  experience  before  the 
camera. 

“I  didn’t  know  it  would  be  so 
tough,”  he  said.  “I  never  knew 
it  was  so  much  work  to  do 
something  like  this.  It  sure  is 
hard  to  keep  up  with  that  Tele- 
PrompTer  and  act  natural.  It’s 
frustrating.” 

The  filming  took  almost  four 
hours.  The  finished  product 
will  have  three  to  four  minutes 
featuring  Moss.  Moss  explains 
how  advertising,  specifically 
posters  and  recruiting  publicity 
items,  helps  recruiters  build  on 
the  national  advertising  theme 
and  provide  additional  informa- 
tion to  prospects. 

The  video  will  inform  recruit- 
ers of  the  advertising  strategy 
and  how  it  works  on  the  na- 
tional and  local  level,  while 
also  explaining  how  to  use  local 
available  materials. 

The  new  video  and  program 
of  instruction  are  currently  at 
the  schoolhouse. 
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Band  challenge 

Story  and  photo  by  Mary  Lou 
Oreschnick 
Minneapolis  Bn  A&PA 

■ Recruiting  soldiers  for  the  band 
is  tough  but  the  recruiters  in  Min- 
neapolis Battalion  have  met  the 
challenge.  Part  of  the  success  is 
due  to  using  the  bandmaster  from 
the  101st  Airborne  Division 
(AASLT)  Band  from  Fort  Camp- 
bell, Ky.,  and  the  USAREC  band 
liaison  from  Fort  Knox,  Ky. 

During  FY  93,  CW3  Jerry 
Standridge,  commander  of  the 
101st  Airborne  Division  Band, 
conducted  23  band  clinics  at  high 
schools  and  colleges.  He  also  con- 
ducted three  auditions  during 
this  time.  These  clinics  generated 
enough  interest  among  the  stu- 
dents to  bring  Standridge  back  to 
conduct  10  auditions  resulting  in 
four  people  passing  and  three  en- 
listments. 

During  the  clinics,  Standridge 
assisted  the  music  director  by  con- 
ducting and  critiquing  a piece  per- 
formed by  the  band.  He  proved 
useful  tips  on  how  to  improve  the 
band’s  sound.  This  was  followed 
by  a 15-minute  talk  on  what  it  is 
like  to  be  a member  of  the  Army 
Band  and  the  audition  process. 

In  September,  the  USAREC 
band  liaison,  SSG  Kevin  Ed- 
wards, visited  the  battalion.  Ed- 
wards did  presentations  to  seven 
high  schools  and  one  college.  He 
conducted  five  auditions  with  one 
high  school  student  passing  the 
audition. 

Since  percussion  is  Edwards’ 
specialty,  he  talked  about  all  the 
experiences  he  has  had  during  his 
time  with  the  band.  He  also  dem- 
onstrated some  of  the  techniques 
he  has  learned  during  his  Army 
career. 

Some  schools  were  difficult  to 
penetrate  and  the  clinics  and  pre- 
sentations have  helped  a lot.  The 
high  school  visits  generate  inter- 
est, not  only  in  the  band  program, 
but  also  in  the  Army  and  Army 
Reserve  overall. 


SSG  Kevin  Edwards,  USAREC  band  liaison  demonstrates 
some  of  the  techniques  he  has  learned  during  his  career  as  a 
bandsman. 


■ The  Wells  Fargo  Alarm  Services  sales  secretary  and  COL  (retired)  Jerry  Ginn,  former 
chief  of  staff  at  HQ  USAREC,  go  over  the  Army  Employer  and  Alumni  Network  (AEAN) 
enrollment  paperwork.  Ginn  is  the  General  Manager  for  the  Arizona  branch  office  for 
Wells  Fargo  Alarm  Services.  (Photo  by  Paula  Ramoino) 
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Life  Signs 


Stay  awake, 
stay  alive 

by  John  Bogle,  USAREC  Safety  Officer 

It  has  been  five  years  since  a young  man 
designated  as  America’s  safest  teen  driver 
fell  asleep  at  the  wheel,  killing  himself  and 
the  driver  of  another  car.  Police  determined 
that  alcohol  was  not  a factor  and  believed  that 
he  had  simply  fallen  asleep  while  driving  on  a 
New  Hampshire  highway  only  a short  distance 
from  his  home.  The  teenager  had  been  awarded 
the  automobile  he  was  driving  at  the  National 
Driver’s  Excellence  contest  in  1989. 

Army  recruiting  personnel  drive  millions  of 
miles  each  year.  These  vehicle  miles  are  accumu- 
lated over  seven  days  a week,  365  days  a year. 
Recruiting  operations  require  Army  personnel  to 
work  long  hours,  and  when  there  is  an  opportunity 
for  some  leave  or  vacation  time,  many  of  us  may 
have  to  drive  quite  a distance  to  reach  our  destina- 
tion. 

Running  off  the  road,  especially  at  night,  ac- 
counts for  a large  percentage  of  single  vehicle  acci- 
dents. However,  when  such  an  event  happens,  it’s 
not  because  a driver  was  actually  asleep,  but  the 
driver  had  simply  “nodded  off’  for  a few  seconds.  It 
takes  approximately  two  seconds  to  react  to  an 
emergency  situation  once  you  recognize  a hazard, 
decide  what  to  do,  and  then  make  your  move.  At 
60  miles  per  hour  an  automobile  travels  almost  90 
feet  in  those  two  seconds,  hardly  the  distance  to 
the  side  of  the  road,  into  a fixed  object,  pedestrian, 
or  perhaps  another  vehicle. 

A wake-up  call  for  fatigued  drivers 

Most  of  us  have  a tendency  to  get  a little  bored, 
drowsy,  or  even  sleepy  when  performing  the  task 
of  driving.  Therefore,  it  is  imperative  that  we  look 


at  some  of  the  ways  to  control  sleepiness  behind 
the  wheel. 

STICK  TO  YOUR  ROUTINE:  If  you  normally  go 
to  bed  at  2300,  chances  are  your  body  will  begin  to 
shut  down  at  this  time  each  night.  If  you  happen 
to  be  driving  (on  or  off  duty)  during  such  hours,  be 
extra  careful  to  notice  the  signs  of  fatigue  that 
occur  in  your  body. 

Remember,  USAREC  Regulation  56-1,  Manage- 
ment of  Government-Owned  Vehicles,  prohibits 
GOVs  to  be  operated  between  the  hours  of  2300 
and  0400  without  case-by-case  approval  of  a 
recruiting  battalion  or  company  commander. 

STOP  AND  REST:  Take  regular  breaks  from  be- 
hind the  wheel  and  increase  them  if  you  start  to 
doze  off  or  become  drowsy. 

If  you  are  on  a long  trip,  avoid  overextended 
driver  patterns,  that  is,  too  little  sleep  coupled 
with  late  starts,  more  than  three  hours  at  the 
wheel  without  a stretch,  and  rest  stops  that  are 
too  brief. 

DEPEND  ON  YOUR  BODY:  Don’t  rely  on  exces- 
sive amounts  of  coffee,  caffeine  pills,  etc.  The 
human  body  can  endure  only  so  much  and  will  tell 
you  when  its  time  to  rest.  Listen  to  your  body’s 
wake-up  call. 

MAKE  YOUR  MIND  WORK:  Don’t  allow  yourself 
to  get  mesmerized  as  you  drive.  Talk  to  a riding 
companion  or  listen  to  the  radio. 

Although  most  people  say  they  prefer  to  die  in 
their  sleep,  none  say  that  they  desire  for  that  sleep 
to  take  place  behind  the  wheel  of  a motor  vehicle. 
STA  Y A WAKE  and  STA  Y ALIVE. 
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From  the  market  research  branch 


Recruits’  advice 

Applicants  indicate  that  they  would  recommend  their  friends 
talk  to  a Regular  Army  or  Army  Reserve  recruiter  according  to 
the  New  Recruit  Survey.  Specifically,  The  New  Recruit  Survey 
asks  the  following  question:  “If  a good  friend  of  yours  asked  your 
advice  about  seeing  a military  recruiter,  would  you  say  it  was” 

■ a waste  of  time? 

■ up  to  him  or  her? 

■ a good  idea? 

The  results  clearly  show  that  applicants  think  their  friends 
should  see  a recruiter  if  asked  their  advice. 

Apparently,  recruiters  are  not  only  doing  an  excellent  job  of 
selling  the  Army,  but  also  doing  an  excellent  job  of  selling  them- 
selves. 


FY  94  New  Recruit  Survey  to  date 


Advice 

Regular  Army 

Army  Reserve 

a waste  of  time 

.1% 

.1% 

up  to  him  or  her 

21.6% 

23.8% 

1 a good  idea 

78.3% 

76.1% 

RZA  Process  Action 
Team 

There  is  currently  an  event 
going  on  in  the  headquarters 
as  a joint  venture  between 
several  different  elements. 

The  RZA  Process  Action 
Team  (PAT)  was  chartered  to 
examine  the  entire  RZA  pro- 
cess, document  it,  streamline 
it  where  possible,  and  make 
other  improvements. 

The  PAT  consists  of  mem- 
bers of  Program  Analysis  and 
Evaluation,  Personnel, 
Resource  Management  and 
Logistics,  Information  Man- 
agement, Advertising  and 
Public  Affairs,  and  at  least 
two  representatives  from 
each  brigade.  Brigade  repre- 
sentatives range  from  a dep- 
uty brigade  commander  to 
marketing  personnel  to  battal- 
ion operations  personnel.  For 
some  meetings,  representa- 


tives from  DoD  facilities  sec- 
tion, the  LEADS  contractor, 
and  the  Corps  of  Engineers 
will  also  be  present. 

The  team  underwent  some 
initial  training  followed  by 
several  meetings  at  Fort 
Knox.  Several  things  have 
been  accomplished.  The  en- 
tire RZA  process  has  been 
charted  at  all  levels. 

Although  there  are  some 
minor  differences  in  how  each 
brigade  does  things,  the  gen- 
eral procedure  is  surprisingly 
consistent.  All  team  members 
now  have  a good  feel  for  what 
occurs  every  step  of  the  way, 
all  the  way  up  through  the 
headquarters.  We’ve  identi- 
fied some  areas  that  we  think 
we  can  improve. 

We’re  expecting  that  we’ll 
be  able  to  effect  some  fairly 
major  changes  that  USAREC 
has  proponency  for,  and  we 


hope  we  can  have  an  impact 
on  some  of  the  external  fac- 
tors, such  as  facilities. 

The  general  direction  for 
the  PAT  is  to  allow  command- 
ers the  flexibility  to  plan  and 
execute  RZAs  the  way  they 
see  fit.  As  we  consider  increas- 
ing the  numbers  of  Regular 
Army  and  Reserve  recruiters 
in  the  near  future,  it’s  impera- 
tive that  commanders  be  free 
to  make  such  decisions  with 
minimal  interference  from 
the  headquarters. 

As  recruiters,  you  will  see 
more  recruiters  positioned  in 
your  areas.  As  you  may  know, 
the  command  is  currently  dis- 
tributing 4,600  on-production 
Regular  Army  recruiters.  We 
could  go  as  high  as  approxi- 
mately 5,000  on-production 
Reserve  recruiters  and  per- 
haps 1,500  OPAGR.  In  any 
event,  based  on  projected  mis- 
sions in  FY  96  and  beyond, 
you  can  expect  significantly 
higher  numbers  of  recruiters. 

The  PAT  will  continue  to 
meet  until  we  produce  a rec- 
ommendation. The  final  prod- 
uct will  be  presented  to  the 
Strategic  Quality  Council, 
consisting  of  the  commanding 
general,  deputy  commanding 
general,  Chief  of  Staff,  bri- 
gade commanders,  and  direc- 
tors of  the  USAREC  staff.  No 
time  limit  has  been  set,  but 
it’s  our  goal  to  have  a final 
product  as  soon  as  possible. 


Suggestions,  concerns,  or  ques- 
tions? Feel  free  to  forward  them 
through  your  brigade  marketing 
sections  or  directly  to  LTC  Ken- 
neth Beatty,  MAJ  Debra  Broad- 
water, or  Rae  Disney  at 
1 -800-223-3735 , extension  4- 
0774. 
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Guidance  counselor 
information 

RECUSAR  message  94-030, 
Clarify  the  use  of  entering 
course  completion  subjects  in 
request  for  MOS  qualification. 

It  is  assumed  that  all  HSDG 
and  HSSR  have  completed  at  a 
minimum,  general  math  and 
science.  The  guidance  coun- 
selor will  enter  GEN  in  both 
math  and  science  data  fields 
and  transcripts  will  not  be  re- 
quired unless  they  are  consid- 
ered a prerequisite  for  the 
MOS. 

If  transcripts  are  not  avail- 
able at  time  of  enlistment,  but 
applicant  states  that  they  have 
successfully  completed  a higher 
level  math  and/or  science,  en- 
tries can  be  made  in  these 
fields  without  transcripts. 

IAW  AR  601-210,  statement  is 
required  in  DA  Form  1966/3  re- 
marks section.  The  guidance 
counselor  must  ensure  that 
transcripts  are  in  both  the  ship 
packet  and  the  battalion  resid- 
ual packet  prior  to  entering 
IADT. 

If  the  guidance  counselor  en- 
ters courses  such  as  algebra  or 
chemistry  in  the  ARBILD  but 
pulls  a reservation  for  an  MOS 
that  does  not  require  these 
courses,  the  guidance  counselor 
must  take  one  of  the  following 
corrective  actions; 

■ Prior  to  pulling  the  reserva- 
tion, go  back  in  the  ARBILD 
and  delete  the  courses.  This 
is  the  preferred  action  and 
every  effort  should  be  made 
to  ensure  100  percent  concur- 
rence. 

■ Have  applicant  and  GC  enter 
statement  IAW  AR  601-210 
Table  5-1,  item  33  a(l)  in  the 
remarks  section  of  DD  Form 
1966/3.  If  this  is  done  ensure 
that  the  recruiter  has  pro- 
vided the  guidance  counselor 
with  transcripts  no  later 
than  the  10-  day  packet 
check. 


Recruiters  are  encouraged  to 
obtain  high  school  transcripts 
and  provide  these  to  the  guid- 
ance counselor  at  the  time  of 
processing. 

RECUSAR  message  94-029, 
subject:  Reserved  Vacancy  Pro- 
cessing. 

If  a guidance  counselor  pulls 
a vacancy  for  one  individual 
that  has  been  reserved  for 
someone  else,  that  reservation 
will  be  cancelled  by  USAR  ROC 
and  the  brigade  will  be  notified 
that  they  have  an  erroneous  en- 
listment. 


In  the  event  the  vacancy 
comments  section  contains  any 
remarks  other  than  those  listed 
above,  the  counselor  will  con- 
tact the  MUSARC.  The  only  ex- 
ception is  a vacancy  comment 
of  TL  which  means  the  vacancy 
was  top  loaded.  Top  loaded  va- 
cancies can  be  filled  without 
contacting  the  MUSARC.  If  the 
MUSARC  is  unavailable,  bat- 
talions will  request  assistance, 
through  their  brigade,  from  the 
USAREC  liaison  at  the 
USARC.  Under  no  circum- 
stances will  a battalion  contact 
the  USARC  directly! 

Reenlistment  control 
numbers 

RECUSAR  message  94-028, 
subject:  Assistance  from  En- 
listed Services  Division 
ARPERCEN. 

New  hours  of  operation  for 
Enlisted  Services  Division  are 
7 a.m.  to  3 p.m.  Central  Stan- 
dard Time.  On  the  last  day  of 
RSM,  requests  will  be  routed  to 
the  USAREC  liaison  team  after 
3 p.m. 

If  the  member  has  an  ex- 


pired physical  (SKIP  code  29) 
soldier  will  not  be  issued  a reen- 
listment control  number.  In- 
stead soldier  will  be  issued  an 
extension  control  number. 

After  assignment  to  a TPU,  if  a 
new  physical  is  not  accom- 
plished within  six  months,  the 
member  will  be  processed  for 
discharge  by  ARPERCEN. 

USAR  education 

RECUSAR  message  94-027, 
subject:  Education  Definitions 
for  USAR. 

The  purpose  of  this  message 
is  to  clarify  the  definition  of 
HSSR  versus  CIHS  status. 

An  applicant  will  be  consid- 
ered a HSSR,  only  when  the 
high  school  letter  specifically 
shows  placement  in  the  12th 
grade.  This  is  IAW  AR  601-210, 
chap  2,  rule  d5b. 

If  an  applicant’s  high  school 
letter  indicates  that  the  appli- 
cant is  in  the  11th  grade  or  is 
taking  one  or  more  junior  level 
classes,  regardless  of  the  num- 
ber of  senior  level  classes  being 
taken,  the  only  enlistment  op- 
tion authorized  is  the  Alternate 
Training  Program.  The  enlisted 
education  code  will  be  109, 
CIHS. 

MGIB  opens  door 

Montgomery  GI  bill  has 
been  opened  for  graduate  stud- 
ies. 

RECUSAR  Message  94-025, 
subject:  Required  Statements. 
The  purpose  of  this  message 
was  to  inform  the  field  force  of 
a change  to  USAREC  Form 
1043.  Guidance  counselors  will 
add  to  paragraph  2 the  follow- 
ing statement:  The  MGIB  is  au- 
thorized for  graduate  studies. 

USAREC  Form  1043  has 
several  required  statements. 
These  statements  were  pre- 
viously placed  on  the  DD  Form 
1966.  Statements  that  are  on 
the  USAREC  Form  1043  do  not 
have  to  be  written  on  the  DD 
Form  1966. 


30 


Recruiter  Journal 


Salutes 


Rings 


ALBANY 

SSG  Kent  W.  Phyfe 
BALTIMORE 
SFC  Ellis  L.  Brock 
CLEVELAND 
SFC  Jeffrey  Telepak 
COLUMBIA 
SFC  Victor  V.  Vaughn 
SFC  Michael  Holloway 
DALLAS 

SSG  Frederick  L.  Starks 

DENVER 

SSG  Rodney  D.  Laughlin 
SFC  Eugene  R.  Lindsay 
SFC  Leonard  L.  Wills 

GREAT  LAKES 

SSG  Thomas  L.  Blackwell 


HARRISBURG 

SSG  Michael  Siderias 

INDIANAPOLIS 

SSG  Dallas  D.  Poynter 
SSG  William  J.  Burke 

JACKSON 

SFC  James  E.  McGriff 
JACKSONVILLE 
SFC  Francois  Lucia 
KANSAS  CITY 
SSG  Robert  F.  Kelsey 
SGT  Curtis  T.  Smith 
MIAMI 

SSG  Ricardo  Vives-Abraham 
SGT  Jose  Sepulveda-Morales 
MONTGOMERY 
SSG  Michael  A.  Brown 
NASHVILLE 
SFC  Charles  J.  Martin 


OKLAHOMA  CITY 

SSG  Joey  L.  Bush 
SFC  Charles  E.  Sontag  II 
SFC  Ivory  J.  Hunter 

PHOENIX 

SSG  James  L.  Brock 

PITTSBURGH 

SSG  Kevin  M.  Ruffing 
SFC  William  J.  Mikelonis 

SACRAMENTO 

SSG  Brian  F.  Peters 

SANTA  ANA 

SFC  Elijah  L.  Miller 

SEATTLE 

SFC  Richard  D.  Dunlap 

ST.  LOUIS 

SSG  Russell  W.  Stunkel 


Team  Excellence 


ALBANY 

Europe  Company 
BALTIMORE 
Columbia  Company 
Delmarva  Company 
Baltimore  Company 
Richmond  Company 
Frederick  Company 
Landover  Company 
Washington  Company 
COLUMBIA 

Columbia  Company 
Charleston  Company 

DALLAS 

Waco  Company 
DES  MOINES 
Iowa  City  Company 


JACKSON 

Jackson  Company 

JACKSONVILLE 

Jacksonville  Company 
Daytona  Beach  Company 
Savannah  Company 
Valdosta  Company 

KANSAS  CITY 
Joplin  Company 
LOS  ANGELES 

San  Fernando  Valley 
Company 

MIAMI 

San  Juan  Company 

MONTGOMERY 

Montgomery  Company 
Mobile  Company 


Dothan  Company 
Birmingham  Company 

NEW  ORLEANS 

Shreveport  Company 

NEW  YORK  CITY 

Brooklyn  Company 
NYC  Metro  Company 

RALEIGH 

Fayetteville  Company 

SACRAMENTO 

Sacramento  Company 

SALT  LAKE  CITY 

Butte  Company 
SANTA  ANA 
Redlands  Company 
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Salutes 


ALBANY 

SGT  Heather  A.  Crowe 

Gold  E 

DES  MOINES 

badges 

MINNEAPOLIS 

SGT  Craig  K.  Lytle 

SSG  William  J.  Blase 

SGT  Ronnie  D.  Nemetz 

SSG  Melvin  F.  Bowser 

BALTIMORE 

SSG  Dwayne  E.  Weil 
SFC  Jack  E.  Merle 

SFC  Clayton  L.  Newkirk 
SSG  Brian  T.  Jones 

SGT  Carl  R.  Washington 

SGT  Matthew  W.  Meek 

MONTGOMERY 

SGT  Jason  L.  Topps 

GREAT  LAKES 

SSG  James  Coger 

SSG  Gregory  J.  Swars 

SSG  Bennie  B.  Goble 

SSG  Dana  Herwald 

SSG  John  D.  Vete 

BECKLEY 

SSG  Joel  E.  Lucas 
SGT  Rodney  Harden 
SGT  Keith  Crawford 

NASHVILLE 

SFC  Robert  Baker 

SSG  Christopher  Williams 

SGT  Douglas  C.  Stone 

OKLAHOMA  CITY 

CHICAGO 

HARRISBURG 

SSG  Stephen  M.  Spies 

SSG  Patrick  A.  Hunt 

SSG  William  R.  Thompson 

SGS  Michael  S.  Sheppard 

SSG  Shame  L.  Renkel 

SSG  Joseph  P.  Schott 

SSG  Jerry  L.  Long 

SSG  Timothy  W.  Logan 
SFC  David  E.  McKibben 

CLEVELAND 

SSG  Dave  Sebastian 
SGT  Scott  D.  Bristol 

SSG  Paul  0.  Burnett 

HQS,  USAREC 

SFC  James  D.  Jackson 

INDIANAPOLIS 

SGT  Van  K.  Pollard 
PHOENIX 

SFC  Johnny  Ramirez 
SSG  Christe  D.  Maes 

PITTSBURGH 

COLUMBIA 

SFC  Franklin  Ulery 
SSG  Alan  J.  Ehrhardt 

SFC  Salvatore  Dominianni 

SSG  John  E.  Jones 

SSG  Andrew  Brown 

SACRAMENTO 

COLUMBUS 

SGT  Glenn  D.  Towles 

SSG  Michael  Dunlay 

SSG  Danny  L.  Holman 

MIAMI 

SSG  Robert  J.  Wind 

DALLAS 

SSG  Ramon  Arias 

SSG  John  M.  Dorsey 

SSG  Matthew  Shepardson 
SGT  David  Kemp 

SFC  Jose  Mercado 

SAN  ANTONIO 

SSG  Grady  Cockrell 
SSG  Javier  Lopez 

Combined  Arms 

Incentive  A1 

1st  Brigade 

2d  Brigade 

5th  Brigade 

SFC  James  Sears, 

SFC  James  M.  Ray  Jr., 

SFC  Wayne  Barnes, 

Brunswick  Battalion 

Jacksonville  Battalion 

Houston  Battalion 

SFC  Reinaldo  Diaz- 

SFC  Abraham  Borrero  Jr., 

SFC  Robert  W.  James, 

Rivera, 

Miami  Battalion 

Kansas  City  Battalion 

New  York  City  Battalion 

SFC  Robert  M.  Bradley, 

SFC  Harvey  R.  Johnson, 

SFC  Orlando  Matos, 
New  York  City  Battalion 
SFC  Odell  Glenn, 
Columbia  Battalion 

Montgomery  Battalion 

Kansas  City  Battalion 

# 


SANTA  ANA 

SSG  Swain  S.  Humphreys 
SSG  Alan  K.  Waddell 
SSG  Thomas  J.  Sharkey 
SFC  Raymond  S.  Boehm 
SSG  Kenneath  V.  Carter 
SFC  Jonathan  J.  Thomas 
SGT  Kevin  R.  Hugues 
SSG  Bobby  Laird 
SGT  Bart  A.  Wernick 
SFC  Jeffrey  L.  Kasai 
SSG  Chris  L.  Fails 
SSG  Gerald  Sprague 
SSG  Trevor  Mallay 

SEATTLE 

SGT  Joe  E.  Boggs 
SGT  Robert  M.  Hobson 

ST.  LOUIS 

SGT  Ronald  Hurd 
SSG  Richmond  Sanders 
SFC  David  J.  Moss 
SSG  Douglas  Verplank 
SSG  Douglas  Gentle 

SYRACUSE 

SGT  Gary  Townsend 
SSG  Michael  J.  Siptrott 

TAMPA 

SSG  Antonio  Murguia 


6th  Brigade 

SFC  Andrea  Leon- 
Guerrero, 

Sacramento  Battalion 
SFC  David  A.  Rogers, 
Denver  Battalion 
SFC  Darrell  Parker, 

Los  Angeles  Battalion 
SFC  Dwight  R.  Speight, 
Los  Angeles  Battalion 
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RSC  Schedule 


RSM  June  1994 
Cinema  Van 

BECKLEY,  4 - 5 Jun 
CHICAGO,  18- 19  Jun 
DES  MOINES,  24 -27  Jun 
HARRISBURG,  18 -19  Jun 
NEW  YORK,  11  -26  Jun 
PHILADELPHIA,  31  May -12  Jun 
ST.  LOUIS,  25  - 27  Jun 

Cinema  Pods 

GREAT  LAKES,  10 -12  Jun 
Army  Adventure  Van 
DALLAS,  21  - 24  Jun 
DES  MOINES,  31  May -3  Jun 
KANSAS  CITY,  7 -10  Jun 
OKLAHOMA  CITY,  14-19  Jun 
ST.  LOUIS,  2 - 6 May 


Answers  to  The  Test 


1.  A,  USAREC  Reg  350-6,  Figure  1-1 

2.  B,  USAREC  Reg  350-6,  para  2-3  a 

3.  D,  USAREC  Reg  350-6,  para  2-5 

4.  B,  USAREC  Reg  350-6,  para  3-9  b (1-3) 

5.  D,  USAREC  Reg  350-6,  para  3-10  a and  b 

6.  A,  USAREC  Reg  350-6,  para  3-13  b (4)  a 

7.  B,  USAREC  Reg  350-6,  para  3-17  a-c 

8.  D,  USAREC  Reg  601-56,  Table  2-6 

9.  A,  USAREC  Reg  601-56,  Table  2-6 

10.  B,  USAREC  Reg  601-56,  App  C,  C-2 

11.  B,  USAREC  Reg  601-97,  para  6 (10)/para  12b 

1 2.  C,  USAREC  Reg  601  -1 01 , App  A,  A-1  and  figure  A-1 

13.  D,  Recruiter  Management  Update  W,  Nov  93 

14.  B,  USAREC  Reg  350-7,  para  2-10 

15.  D,  USAREC  Reg  350-7,  para  4-2  a 


50th  Anniversary  of  the  G.l.  Bill 

On  June  22,  1994,  the  U.S.  Army,  along  with  all  the  other  military  services, 
celebrates  the  fiftieth  anniversary  of  President  Franklin  Delano  Roosevelt’s 
signing  of  the  original  G.l.  Bill.  This  is  a very  historic  occasion.  Over  the  past 
fifty  years,  education  benefits  have  become  a prime  enlistment  incentive. 

The  current  Montgomery  G.l.  Bill  so  called  because  of  its  congressional  spon- 
sorship by  Representative  G.V.  “Sonny”  Montgomery  of  Mississippi,  went  into 
effect  on  July  1,  1985.  The  Montgomery  G.l.  Bill  requires  a contribution  by  the 
servicemember  of  $100  per  month  for  the  first  12  months  of  enlistment.  The 
Montgomery  G.l.  Bill  pays  $10,500  for  a two-year  enlistment,  and  $13,200  for  a 
three-year  or  four-year  enlistment.  The  Montgomery  G.l.  Bill  plus  the  Army 
College  Fund  pays  $20,000  for  a two-year  enlistment,  $25,000  for  three  years,  and 
$30,000  for  a four-year  enlistment. 

For  fifty  years  the  G.l.  Bill  has  been  giving  Army  veterans  the  edge  on  life  that 
they  need  as  they  reenter  the  civilian  community  and  pursue  their  academic  and 
career  goals.  More  than  20  million  veterans,  their  families  and  their  communities 
have  benefited  as  a result  of  the  G.l.  Bill. 
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